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SOME COMPANIES TIRE 
OF PARCEL POST 


They Find no Profit in Underwriting 
This Insurance Because of Pre- 
vailing Conditions 














GROWING PROHIBITIVE LIST 





Post Office Department Often Unduly 
Censured; Real Carelessness Found 
in Shipping Rooms 





Companies which have been writing 
parcel post insurance in the West are 
now in two camps; those which have 
had enough experience with this cover- 
age, and those which have decided to go 
ahead and push for the business de- 
spite the great difficulties of coming 
out with a profit on the underwriting. 
It is reported, however, that some of 
the companies which have been writ- 
ing this insurance most energetically 
have decided to cut out certain classes, 
especially insurance of jewelry, clothing 
and fountain pens. 

Where Blame Rests 

It would be a mistake to place all the 
blame for the present turn of affairs 
on the Post Office Department. While 
there has been some criticism on this 
score what gives the companies most 
concern is the carelessness and delay 
in shipping rooms. 

Complaint has been made that many 
parcels are lost en-route from the ship- 
ping rooms to the post offices. 

The general lowering of the standard 
of efficiency among employes, especially 
in minor positions, is largely responsible 
for this condition, and the greatest 
trouble is experienced with the smaller 
concerns. They usually have fewer 
employes for that sort of work, a less 
efficient organization, and give less at- 
tention to the training of help. © The 
bigger companies take much greater 
precautions, not to help the insurance 
companies, but because they pride 
themselves on their service to custom- 
ers and want to make sure that deliver- 
ies are made. 

Of course, some of. the fault is the 
public’s due to the manner of wrapping 
up bundles. Post office employes are 
constantly complaining of the careless- 
ness with which bundles are done up. 
When it is obvious that the cords are 
not tight enough or paste or mucilage 
is not of efficient quality this is cor- 
rected before the package is received, 
but it is not always possible to tell. 
Many people wrap up suits of clothes 
for a long journey and do it so inex- 
pertly that the packages come undone. 
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THE 


EQUITABLE LIFE OF IOWA 


July 1, 1920 
$237,665,071.48 of Insurance in For’ 
An increase of over Thirty-one Millions in 
six months. 
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For Information Address 


HOME OFFICE DES MOINES, IOWA 








HARDING WINS IN 
N. Y. LIFE CLUB POLL 


Straw Vote at Meeting of $200,000 
Club Throws Interesting Light on 
Presidential Race 








WINNERS OF CLUB HONORS 





Two San Francisco Men, Warm Friends 
and Office Mates, Come Out 
Ahead 





Saratoga Springs, Sept. 4.—It was to 
have been expected that an unusually 
large number of men would nave won 
membership in the New York Life’s 
Two Hundred Thousand Club—which 
began its sessions here yesterday—but 
when it became known that near!v nine 
hundred had qualified as compared)? yj 
726 last year, a gain of 165 to be wxact, 
great enthusiasm greeted Vice-Presi- 
dent Thomas A. Buckner as he an- 
nounced the figures. The paid club in- 
surance last year was $212,901,560; 
this year it was $305,732,537. 

The first day’s session of the club 
was devoted to little tributes paid to 
the club leaders by Vice-President 
Buckner and their responses. After 
they had been introduced to the con- 
vention and just before adjournment 
Mr. Buckner stated that because of the 
widespread interest being taken in the 
Presidential election there would be a 
straw ballot for club members only 
which would contain their personal 
preferences for President and also their 
honest opinion as to how their Home 
States would go. It was at first asked 
if any one objected to such a straw 
vote being taken. 

How Ballot Read 

The vote was awaited with interest 
as the New York Life men are from all 
parts of the country, and there are few 
men who have a closer line-up on the 
sentiments of their communities, politi- 
cal as well as otherwise, than the suc- 
cessful life insurance agent. The ballot 
read as follows: 

“How will your home state go—Re- 
publican or Democratic? Give your 
honest opinion based on what you know 
and hear locally—not your own personal 
wishes. 

“Which is your personal preference, 
Republican or Democratic?” 

The total vote cast was 460, of whom 
181 said they would vote Democratic 
and 280 Republican. There was particu- 
lar interest in the returns from Calli- 
fornia where 21 Republican and 11 Dem- 
ocratic votes were cast, but only seven 
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thought the State would go Democratic 
in November, while from Ohio only six 
thought the state would go Democratic. 
The Michigan delegation voted 11 Re- 
publican, and 3 Democratic, but only 
one of the club members thought the 
state would be found in the Democratic 
column. The New York State vote was 
55 Republican and 11 Democratic. 
Missouri, which had a representation 
of 12 Republicans and 5 Democrats, 
was put in tue doubtiul column as some 
of the Republicans were not sure that 
the state would go Republican, while 
the Democrats thought sure it would be 
found in the Democratic column. 


The straw vote was regarded as inter- 
esting and important by the club mem- 
bers, even though some of the Eastern- 
ers thought that the large representa- 
tion present of Southerners who quali- 
fied for the club made the Democratie 
vote of the club loom up more signifi- 
cantly than it should. 


S. J. Vogel President 


Sol J. Vogel, of San Francisco, won 
the presidency of the $200,000 Club by 
paying for $2,348,635, and Paul T. Bell, 
of San Francisco, was elected leading 
vice-president at large by paying for 
$1,606,540. These two men formerly 
had desks touching each other in the 
game office; they are warm, personal 
friends, and the race between them was 
a pretty one. Both gave a lot of credit 
to Fred Wickett, who is their immediate 
“boss.” A New York man finished thir, 
William D. McGurn, of the Manhattan 
branch, doing $1,207,615. Other mil- 
lion dollar or more vice-presidents at 
large are Henry H. Cobb, Birmingham, 
Ala., and Barnett Holstein, New York 
and John J. Hosch, Wisconsin. 

At the start of the meeting Mr. Buck- 
ner said a few words about the business 
limitation section. Just before going to 
Saratoga he was informed by the New 
York Department that the limitation 
was waived for the year; so the agents 
can go right ahead writing there with 
their best efforts for production. The 
agents presented Mr. Buckner with a 
presentation volume of good wishes 
and signatures of men who qualified 
in the recent T. A. Buckner fortieth 
anniversary contest. Mr. Buckner has 
been with the Company forty years. 

















Notes of Club Meeting 














Trotzky’s Life Insurance Experience 

Here is a secret: Leon Trotzky at 
one time worked for the New York Life 
Insurance Company. This was in Paris. 
Later the New York Life found out that 
Trotzky was spending his evenings ad- 
dressing meetings of the Internationale 
and other anarchistic organizations, 
and he and the Company separated. A 
secret: service man escerted him over 


the border into Spain. Trotzky in New - 


York worked as a reporter on an east 
side newspaper. His rise to power 
after arriving from Ru:sia was phe- 
nomenal. One of the first actions of 
Trotzky was to confiscate assets of the 
insurance companies some time ago. 

” * 


President Popular With Agents 

President Kingsley arrived at the 
United States Hotel at five o’clock on 
Thursday evening and had hard work 
keeping to his room because of the 
number of agents who ran up to him to 
shake hands and tell him how glad they 
were to see him safely back home from 
Japan and China. This is surely one 
case of a prophet having honor in his 
own country, as Mr. Kingsley is very 
popular with the New York Life ag- 
ents. They regard him as one of the 
biggest men in the United States, bar- 


ring none. 
’. * * 


Rubin Writes $1,780,000 


Michael Rubin, former $200,000 Club 
President wrote $1,780,000 during the 
club year. He is a New Yorker. 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no p.obationary 
Payments begin immediately on approval of cfaim—no proba- 
Monthly payments, lifelong, conditioned on permanence of dis- 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 














Looks Like Haley Fiske 

David R. Harry of Greensboro, N. C. 
is a ringer for Haley Fiske in personal 
appearance, 

” + * 

F. M. Corse Formerly a Teacher 

Fred M. Corse, recently elected Sec- 
retary of the Company, was besieged 
by all hands for the latest information 


about central and near eastern Euro- 
pean conditions. It will be recalled 
that Mr. Corse was Russian manager of 
the New York Life at the time the Bol- 
sheviki took control and had a sensa- 
tional escape from that country into 
Helsingfors, Finland. About seven 
weeks ago he returned from a second 
visit to Russia and Poland. 
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The Guardian Life Insurance Company 
of America 


60th Anniversary 


The following figures show the growth of this Company 
since the first policy was issued on July 16th, 1860: 


Surplus & Insurance 
Jan. 1st Assets Liabilities Div. Funds in force 
DE. canes $ 194,545 $ 10,000 $ 184,545 $ 499,979 
Ree wixecx 6,640,004 5,866,390 773,614 34,090,100 
DD .:vaccign 14,825,966 13,701,958 1,124,008 54,199,371 
eee 34,104,782 29,360,065 4,744,717 104,327,267 
1920 ..58,215,528 53,133,246 5,082,283 200,179,021 
Received from Policyholders...............+.. $172,071,765 
Paid to Policyholders since organi- 

DEE #2 4:t-06eveees-osamkeae $130,142,891 


Assets held as security for policy- 
Ech. cepaneceteeeveesns 


Net Gain to Policyholders after 
payment of all expenses and 


NEW BUSINESS PAID FOR 1919. .....$37,342,844 
A GROWING COMPANY FOR GROWING MEN 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 
50 Union Square, New York City 


1920 


58,215,528 188,358,419 


$16,286,654 
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Before going to the New York Life 
Mr. Corse was an educator. He has 
the strong personality of the man of 
affairs type. 
* * * 
Not Bothered by Deafness 
Alfred D. Wolf, general agent, at Chi- 
cago, finds no trouble in making a suc- 
cess despite the fact that he is deaf, 
as he can read the lips of the person 
with whom he is conversing. He says 
that experience counts for much in life 
insurance and that a number of men 
who are over sixty belong to the $200,- 
000 club. 
+ * + 
Some Editor, Grenville Howard! 
Grenville Howard, formerly manager 
of the National Cash Register Company, 
now editor of the New York Life, can 
do more with a photograph after it 
reaches his office than most editors in 
this country whether of life insurance 
publications or other papers. What he 
does with the pictures after they reach 
his office is not known, but when they 
appear in the bulletins they can give an 
Apollo touch to the physiognomy of the 
plainest looking agent. 
« * + 
Can’t Rattle an Actuary 
Literary men and musicians cannot 
write nor compose if anyone in the 
vicinity is whistling a tune. But evena 
boiler explosion or a fire cannot detract 
the attention of an actuary when he is 
busy with his figures. Arthur Hunter 
illustrated this when he added up the 
totals on the presidential straw vote 
during the constant chatter of his asso- 
ciates sitting at the same table, who 
did not bother Mr. Hunter at all. 
* * * 
From Land of Hula Hula 
From far away Hawaii, almost a 
week’s trip from San Francisco, came 
Major W. A. Purdy and Charles E. 
King. Major Purdy got his title from 
the United States Army where he was 
a paymaster. 
Mr. King has been in the life insur- 
ance business a number of years. 





H. B, Rosen Writes 
Policy on Harding 


DIDN’T GO TO MARION TO DO IT 








Leading Agent of Country Wound Up 
First Six Months With 
$30,000,000 


Harry B. Rosen, champion life insur- 
ance agent of the United States, is not 
in good health and has voluntarily let 
down somewhat on production after 
ending the first six months with $30,- 
000,000 paid production, a record, of 
course, never approached by any other 
insurance salesman. 

This $30,000,000 was placed in many 
companies. Mr. Rosen first writes the 
limit in the New York Life and the ex- 
cess is then distributed among the 
strong companies for which he holds li- 
censes. Naturally, his writings in some 
of those companies are unusually large. 
He has placed this year in the Fidelity 
Mutual, for instance, more than $1,000, 
000. In the $30,000,000 record he 
placed $4,250,000 on two corporations 
alone. His writings are widespread in 
their sweep, any impression that he 
simply goes out for big cases being 
erroneous. - He regards it as important 
for everybody to carry insurance, and 
the man who needs $1,000 or $5,000 is 
not neglected for the millionaire pros- 
pect. 

Mr. Rosen’s latest achievement has 
been to write a policy on the life of 
Senator Harding, the Republican presi- 
dential candidate. The New York Life 
already had a policy on Harding, and 
as it has one covering Governor Cox it 
will be seen that whichever wins the 
next president of the United States will 
be a policyholder of the New York Life. 
Mr. Rosen did not go to Marion. and 
Senator Harding is a reasonably busy 
man, but he made up his mind he want- 
ed to insure the Senator—and he did 
so. 
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Disability Policy ) 
of New York Life 


BENEFITS TOLD CLUB MEMBERS 


Disability Defined, Income Payments, 
Waiver of Premium, Recovery 
From Disability Described 


The New York Life announced a pol- 
icy containing disability benefits at the 
$200 000 Club meeting in Saratoga. 
The benefits follow: 

1. Disability benefits shall be effect- 
ive upon receipt of due proof, before 
default in the payment of premium, 
that the insured became totally and 
permanent’y disabled after he received 
this policy and before its anniversary 
on which the insured’s age at nearest 
birthday is sixty years. 

Disability shall be deemed to be 
total whenever the insured becomes 
wholly disabled by bodily injury or dis- 
ease so that he is prevented thereby 
from engaging in any occupation what- 
soever for remuneration or profit, and 
under this contract disability shall be 
presumed to be permanent after the 
insured has been continuously so dis- 
«bled for not less than three months 
ind during all of that period prevented 
from engaging in any occupation for 
remuneration or profit. The permanent 
loss of the sight of both eyes, or the 
severance of- both hands or of both feet, 
or of one entire hand and one entire 
foot, shal be considered a total and 
permanent disability without prejudice 
to other causes of disability. 

2. Income Payments. On the first 
day of the calendar year following re- 
ceipt of such proof, if such disability 
has continued until that day, the Com- 
pany will pay the insured a sum equal 
to one per cent of the face of the pol- 
icy, and a like sum on the first day of 
each calendar month thereafter during 
the continuance of such disability with- 
in the Endowment period. Such in- 
come payments shall not reduce the 
sum payable in any settlement of the 
po'icy. 

3. Waiver of Premium. The Com- 
pany will waive payment of any pre- 
mium falling due after the receipt of 
such proof and during such continuous 
total disability, and in any settlement 
of the policy the Company will not de- 
duct the premiums so waived. The 
loan and surrender values provided for 
under sections 3 and 4 of this policy 
shall be calcu'ated. on the basis em- 
ployed in said sections the same as if 
the waived premiums had been paid as 
they became due. 

4. Recovery From Disability. The 
Company may from time to time de- 
mand due proof of the continuance of 
such total disability, but not oftener 
than once a year after such disability 
has continued for two full years, and 
upon failure to furnish such proof, or 
if it shall appear to the Company that 
the insured is able to engage in any 
occupation for remuneration or profit, 
income payments shall cease and the 
payment of any premium thereafter 
falling due sha'] not be waived. 

5. These disability benefits will not 
apply if the disability of the insured 
shall result from military or naval 
service in time of war. 





Honor For Bruehl 

At a recent Conference of the Meth- 
odist Episcopal Church held at Des 
Moines, W. A. R. Bruehl of the Home 
Life, Cincinnati, was elected a member 
of the board of trustees. The board 
consists of twelve members and much 
responsibility as well as high honor is 
attached to membership, for this body 
is authorized to administer all property, 
donations, bequests etc.. given directly 
to the M. E. Church. Mr. Bruehl is al- 
80 an active member of the Methodist 
Children’s Home Association of Ohio. 





NOW ACCEPTS SINGLE WOMEN 

The Maryland Life Insurance Com- 
pany of Baltimore, it is announced, will 
how accept single women on all life 
plans and endowments without extra 
premiums. 
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FORREST F. DRYDEN 
President 


Incorporated Under the Laws of the State of New Jersey 





























Good Sales Talks By 
Conn’t Mutual Men 


FIRST OF FIVE 





MEETINGS 


Educational Sessions at the Commodore 
Replete With Live and Valuable 
Insurance Arguments 


The first of the five sectional meet- 
ings of the Connecticut Mutual’s $100,- 
006 and $200,000 clubs was held in 
New York last week. The success of 
the national convention last year at 
the Hotel Griswold, New London, in- 
spired these sectional meetings which 
can be attended by a larger number 
of agents than would be possible at a 
single gathering. In 1921 the diamond 
jubilee will be celebrated by a general 
get-together of all the agents of the 
company, although the regional meet- 
ing will undoubtedly continue as a 
feature of the Connecticut Mutual’s 
educational program each year. These 
sectional meetings, H. F. Gray, assist- 
aunt superintendent of agencies, ex- 
plained, are to be devoted to discus- 
sions of various phases of advanced 
salesmanship, particularly the creation 
of a desire for life insurance on the 
part of the prospect and the full satis- 
faction of the prospects’ needs by the 
life agents. 

Nearly every type of policy was dis- 
cussed at length at the two sessions 
at the Commodore each of which 
sparkled with catchy and valuable sales 
talks. How to impress upon the mind 
of a prospect his need for insurance 
through the particular policies which 
the Connecticut Mutual offers and what 
should be the best policies for pros- 
pects at certain given ages were the 
two principal topics around which the 
sales talks centered, although the clos- 
ing of interviews, selection of prospects 
and the agents’ obligation to the pub- 
lic and other general subjects were 
treated fully. 

On the second day of the conven- 
tion, Vice-President James Lee Loomis 
delivered a comprehensive address on 
the subject of taxation. 

$20,000 Endowment at Age 65 

To create an estate for one’s family 
and to provide also for himself in his 
old age, William Solomon, of New 
York, believes that a $20,000 endow- 
ment at age 65 policy was the best 
which a man aged 32 with a wife and 
two children whose income is from 
$4,000 to $6,000 a year could take out. 
He would thus place about ten per cant 
of his annual income into a life insur- 
ance policy payed for at the end of 
twenty-three years and which would 
eliminate the possibility of temptation 
to speculate with his savings. 

Nelson C, Taintor, of Hartford, who 
read a paper on the best policy for a 
man age 32 with a wife and two chil- 
dren whose income is $10,000 or more 
per annum, stated that an endowment 
policy at age 75 was the best an agent 
can offer because it afforded protec- 
tion as cheaply as possible, This pol- 
icy can be converted into any other 
form of endowment without examina- 
tion when the prospect feels that his 
income permits of a larger payment of 
premiums. The business ability of a 
man will often carry him through until 
7h, but after that age he is dependent 
upon the income which the endowment 
policy so amply provides. Prospects, 
he said, are caring less for the or- 
dinary life policy because they like to 
fee! that the money which they invest 
will return to them if they live to be 
70 years or more of age. The prospect 
is more liable to sign on the dotted line 
when he feels that he hasn’t got to 
pay his premiums forever, was the be- 
lief of Mr. Taintor, 

S. P. Marsh, of Buffalo, dwells on 
the financial end when interviewing 
for old age protection policies. He 
thinks it best to summarize the net 
costs at different ages and also give 
the scope of protection which various 
premium payments provide. Most of 
the men whom he sees are about thir- 
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ty years of age and when calling the 
first question he asks is “What provi- 
sion have you made for your old age?” 
He doesn’t inject the subject of insur- 
ance at first, but when he has gained the 
interest of the prospect along some 
other line of approach, he advises 
the latter to invest about $150 a year 
in life insurance which will bring in 
nearly $8,000 at age 65. When this 
annual amount is placed in a bank, 
facts show that only a small percentage 
ot such accounts are maintained con- 
sistently for more than a decade. A 
savings account is easily dissipated 
whereas insurance can be made a cer- 
tain source of old age income. 
Speaking on the same subject, J. F. 
Forbes, of Syracuse, said he also sold 
long term endowments, thus appealing 
to that natural desire of men to regain 
the money which they have deposited 
with the company. For the hard- 
boiled prospect who balks at taking 
insurance his advice to such a man is 
to tear up the application so that his 
widow in after years may say to the 
life insurance agent “I wish you could 
have talked fifteen minutes longer to 
my late husband.” This little advice 
of handing the application to the pros- 
pect to destroy more often than not 
destroys his opposition. Mr. Forbes 
also uses sample checks to impress his 
prospect, The mere sight of large fig- 
ures conveys a certain appeal which is 
often difficult to express in words. 


Guarantees Children’s Education 

Formerly a teacher himself, A. B. 
Gregg, of Albany, finds it easy to im- 
press upon his prospects’ minds the 
need of sums to guarantee education 
for their children. Insurance wipes 
out that uncertainty and fear which 
may be in the minds of the youngsters’ 
fathers. The principal of the policy, 
‘in the opinion of Mr. Gregg, should be 
held by the insurance company until 
the boys or girls are ready to enter 
college, at which time it is. paid in 
regular installments to the youngsters 
in such amounts as to guarantee their 
stay at college until the completion of 
their course. Mr. Gregg argues from 
the human interest standpoint, and 
touches upon the financial end only in- 
cidentally, 

As it is almost imperative that in- 
surance be carried on the brains of 
successful business men, J. H. Thomp- 
son, general agent of the Connecticut 
Mutual in Hartford, specializes in part- 
nership and corporation policies, and 
at the convention last week delivered 
a most interesting talk on the possibili- 
ties of business insurance. He brought 
out the point that as the proceeds of 
a corporation policy are taxable ag in- 
come after the premiums already paid 
have been deducted, the company is 
liable to a heavy excess profits tax 
upon full payment of the claim, “It is 
better, therefore,” he said, “for a 
large policy to be paid in from two to 
ten annual installments so that the 
amount which is received does not so 
greatly exceed the normal receipts.” 
In regard to the forms of insurance 
best suited for a corporation, a limited 
or full payment policy is better in the 
end than a term cover, for although 
the laiter seems cheaper it provides 
protection only for the period of the 
premium payments. Mr. Thompson 
said he hoped that in soliciting busi- 
ness ‘insurance, agents would play fair 
both te the company and the _ pros- 
pects alike and not, as was once the 
case, try to sell one to five payment 
short term endowment policies which 
were purely “within-the-law” steps to 
avoid the payment of just taxes, 

The Company As a Trustee 

The part which the Connecticut Mu- 
tual plays as a trustee of insurance 
funds was explained by George N. 
Cooper, of Rochester. When inter- 
viewing prospects he stresses the ad- 
vantageous possibilities of placing the 
insurance money safely in the hands 
of a company to be paid in regular 
installments to the beneficiary for a 
continuous period. This bona fide trust 
agreement entered into by the policy- 
holder and the company prevents the 
beneficiary from making unwise invest- 


ments that might be tried if the policy 
were payable in a lump sum or if the 
beneficiary were able through law to 
demand the surrender of the full 
amount of an ordinary income policy 
from the insurance company. With 
the company acting as the trustee, 
there are only few occasions when the 
beneficiary suffers rather than gains 
real benefits. The permanency of an 
estate is assured and the policyholder 
may set aside all fears of having his 
fortune destroyed by either control- 
lable or unavoidable adverse condition. 
E. W. Selvage, of Buffalo, also stressed 
the importance of interest income and 
instailment settlements insurance. 

W. H. Knight, of Rochester, adds ma- 
terially to his production each year by 
dwelling on the value of the disability 
clause which may be included in each 
Connecticut Mutual policy, since no one 
is free from the possibility of total 
permanent disability. The addition of 
this clause produces a freedom of mind 
and a feeling of security at practically 
little or no extra charge to the pros- 
pect. Another up-state agent who 
strongly advocates disability coverage 
is J, C. Dwyer, of Syracuse. 


The Use of Term Insurance 


“Term insurance is used simply to 
cover a prospect for a short time dur- 
ing the period in which he is unable to 
pay premium for the same amount of 
protection under another form of pol- 
icy,” said H. H. Short, of New York. 
The term policy is an advantageous 
convenience to bridge the space of a 
few weeks or months which also pro- 
vides for an easy conversion to anoth- 
er form of protection without another 
physical examination, 

To close on the first oral interview 
is always the aim of R. S. Hart, gen- 
eral agent of Springfield, Mass, He 
clears the way by the use of a written 
prospectus chronicalling the needs of 
his prospect and stating briefly the 
best way these needs may be covered. 
Then when he calls on the prospect, 
he talks life insurance, he gets the 
latter to agree to a physical examina- 
tion and submits the application also. 
If the prospect hesitates at signing 
but agrees to a physical examination, 
Mr. Hart goes ahead with the prepara- 
tion of the policy and submits it even 
though the prospect has not finally 
acceded to the idea, However, the 
mere sight of a policy has a psycho- 
logical effect and usually arouses suffi- 
cient interest. 

“Without systematizing his day’s 
work, an agent absolutely cannot make 
full use of his capabilities” is an ax- 
iom used by E. W. Haemer, of New 
York. He approves heartily of the 
keeping of record cards showing the 
number of interviews each day togeth- 
er with the number of successes, fail- 
ures and in the case of the latter, why. 
His time card system shows that 
through the working of the law of av- 
erage, the mere increasing of daily 
interviews is certain to enhance the 
number of signed applications without 
other special effort on the part of the 
agent. 


Other addresses were made by Mr. 
Gray who spoke on district agency and 
agency supervision work in the Con- 
necticut Mutual’s organization plans, 
by H. M. Ho'derness, agency corres- 
pondent, on the company’s educational 
work and its service to agent, and by 
H. H. Steiner, superintendent of agen- 
cies, who was chairman of tue meet- 
ings. 





TO DISCUSS CARNEGIE SCHOOL 

The Milwaukee Association of Life 
Underwriters meets today in a big 
drive to increase the membership of the 
National Association of Life Under- 
writers. The Milwaukee Association 
has exceeded its quota. Manford W. 
MeMillen, president of the Association 
this year, has done excellent work in 
connection with working out this suc- 
cessful increase in local membership. 

The subject discussed today is “The 
Function of the Carnegie School of Life 
Insurance Salesmanship.” 











About a Corporate Emblem 





More than fifty years ago, an inspired genius designed a cor- 
porate seal for THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY of Milwaukee, Wisconsin, the central 
figure of which is a BANYAN TREE, bearing the line, “WE 
SPREAD TO PROTECT.” 


The Banyan Tree is a curious Indian growth, the distinguishing 
feature of which is that each of its branches seeks the ground, 
there firmly roots and itself becomes a parent trunk, thus grow- 
ing in strength and in power to serve. 


The Banyan Tree is particularly symbolic of THE NORTH- 
WESTERN, which is pure- 
ly mutual and in which 
every policyholder is in- 
sured by, and in turn is an 
insurer of, his fellow mem- 
bers. The original North- 
western tree consisted of 
two hundred citizens of 
Wisconsin. Today it con- 
sists of six hundred thou- 
sand citizens of forty-two 
states, each one of whom, 
with his family, home, 
business and estate, is protected by all the others. 


RN MUTUAL 7, 


5 MILWAUKER: 





A more appropriate emblem hardly can be imagined. The 

Banyan Tree exactly symbolizes the spreading and protecting 

service of mutual life insurance, and particularly that of 

The Northwestern Mutual Life Insurance Co. 
of 


Milwaukee, Wisconsin 
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“Professional Public Service” 


The Connecticut Mutual 


Life Insurance Company 
Hartford, 








Connecticut 


added 125 full-time men to its 
‘anks during the first six months 
of 1920. 


In writing please mention The Eastern Underwriter. 
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satisfaction. 





Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


(Pennsylvania) 
PROVIDENT agents are selling not only protection but 


The policy-holder who matures a Provident Long Endow- 
ment is a center of Provident influence in his community. 


PROTECTION+ THRIFT = SATISFACTION 








THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 


INSURANCE COM 





WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 





Selling a College 
Education for Children 


DEMONSTRATES 





A. B. GREGG 





Uses Talk On His Personal Applica- 
tion to Interest Others in 
Proposition 





A real gripping selling talk on “Cre- 
ating a Desire and Impressing upon 
the Mind of the Prospect his need for 
a sum to Guarantee an Education for 
his Children” was delivered by A, B. 
Gregg, of the Albany office of the Con- 
necticut Mutual Life at the Club Con- 
ference of the company at the Hotel 
Commodore. Mr. Gregg said: 

“In approaching a prospect on this 
subject there is one thing that, as a 
rule, may be safely assumed as settled 


in the man’s mind, and that is the 
Need of education for his children. 
Very few men nowadays will argue 


that point with you. In fact the most 
fruitful fie’d for development of the 
educational policy is among young 
married men, who are themselves col- 
lege graduates. This class need but a 
suggestion and they respond readily. 
almost eagerly, to the idea. I would 
not limit you, however, to this class 
for many times the man, who himself 
has been deprived of an ample educa- 
tion, is by bitter experience best: able 
to express the need of it for his chil- 
dren, 

“You start with a tremendous advan- 
tauge—the mutual agreement that the 
children need an education. The great 


uncertainty that haunts the father is. 


voiced in the question ‘Will they se- 
cure it if I’m gone?’ And you are 
there to give him the answer with what 
was formerly known as Form X—De- 
ferred Settlement Agreement—used 
particularly as an Educational Policy. 

“From actual experience I have 
found a tactful explanation of this spe- 
cial service has provided a sale that 
could not have been made otherwise. 
Almost any man with children who can 
afford to pay from $60 to $100 per year 
is a prospect for this plan. The re- 
cent father is especially open to sug- 
gestions. You will find him a ready 
listener, no matter how much insur- 
ance he may already carry. 


“Personally I can talk the plan with 
enthusiasm because I believe in it 
thoroughly. I have one for the benefit 
of my little girl aged five, and scarcely 
let a week go by after his birth seven 
months ago before I took a similar one 
out for my son. I can hit right home 
with this plan for nothing is so tender 
and close to a man’s heart as his chil- 
dren and their future welfare, Let me 
illustrate more clearly by means of a 
talk. I shall not dignify it by the name 
of a ‘sales talk’ but it gets the results 
just the same, The plan I most fre- 
quently use is the Endowment at 75 
and the amount is a minimum of $3,000. 

“T may bang into an acquaintance on 
the street or may go to his office or 
home for the very purpose. He may 
be a policyholder of mine already. It 
does not matter. If the prospect is a 
partial or total stranger of course the 
approach must be adapted to the situa- 
tion. The arguments. however, are the 
same. In the following case the pros- 
pect is an acquaintance. The indirect 
method is always the best and I follow 
ic throughout in my canvass with him. 
He doesn’t realize he is being can- 
vassed at all but I am after him with 
all the power I can put into it. 

“Helo Bob. Yes, I’ve a young gen- 
tleman at my house. Doing finely. Do 
you know I've bought him a college 
education already? Of course if I live 
I shall see that he is educated, but I 
want to know that if the old man is not 
around he’ll get that education just the 
same. Hence I’ve taken out a policy, 
the proceeds of which, in event of my 
death will be held in trust for the boy 
by our Company until he is 17, to be 
exact one month before he should be 
ready to enter co'lege. 

“The. interest which the Company 
will pay up to that time will buy his 
clothes during high school. When he 
is ready to enter college the Company 
will pay him $200 and every three 
months for the succeeding four years 
they will send him a check for $200, 
besides interest on the unpaid install- 
ments. 

“Here are my reasons for using this 
method. In the first place I haven’t 
three or four thousand dollars to put 
away for each child’s education. If I 
were to ‘eave other insurance or other 
estate presumably for that purpose the 
funds might and probably would be 
zone by the time they were ready for 
college, Unfortunate investments, poor 

















advice by well intentioned relatives, 
speculation, swindlers a la Ponzi, undue 
indulgence of children, and personal 
extravagance, all these might dissipate 
such funds and he would be deprived 
of that training that is now and will 
always be more necessary for a suc- 
cessful career, 

“Supposing my wife should marry 
again. (You needn’t repeat this to her 
but I am the last one to say she ought not 
to do so if she wanted to.) Can I ex- 
pect his stepfather to be as interested 
ir my boy’s education as I am? A 
thousand things might divert the funds 
to other than the purpose designed. 

“But now I’ve not only furnished the 
funds but tied them up so that neither 
my wife, the boy himself or the girl 
herself, nor anyone else can change 
my wishes after I am gone. Our Com- 
pany is especially equipped by an act 
of the Connecticut Legislature to issue 
an Iron Clad, Fool Proof contract. 
Look at it. NO BENEFICIARY SHALL 
HAVE ANY RIGHT TO ASSIGN OR 
ANTICIPATE BY ALIENATION OR 
COMMUTATION THE PAYMENTS 
UNDER SAID TRUST * * * 

“AND NEITHER SAID FUND NOR 
ANY PAYMENTS UNDER SAID 
TRUST SHALL BE SUBJECT TO 
THE CLAIMS OF CREDITORS. 

“And the best part of it is that it re- 
quires only a deposit of $80 per year 
in my case. This is reduced by divi- 
dends if I choose to apply them. If I 
am hard up when the boy is ready for 
college the cash or loan values will as- 
sist materially. If I do not need the 
funds for the purpose designed I can 
continue to carry the policy for a pro- 
tection to my own old age. But what 
a comfort to me now is the thought 
that for $1.50 a week I can guarantee 
a four years’ course in college for my 
boy or my girl. 

“My little girl, Mary, is only five but 
she understands quite a lot and she 
knows about this contract. The day it 
came from Hartford I took it out home 
to her and said ‘Mary, here’s a policy 
for you.’ She oftens tells the other 
kids about her ‘policy’ or ‘her college 
course’ as she calls it. Some of those 
kids have asked questions at home that 
have sent their daddies to me for an 
answer. 

“At Syracuse University, when I was 
a student, we would gather on Mt. 
Olympus that towers over campus and 
city and there sing in the evening the 


Reasons for Selling 
Small Premium Policies 


ENDOWMENT ROUTS WHOLE LIFE 








N. C. Taintor Fits Policy to Man 32 
With $10,000 Income, Wife and 
Two Children 





The best policy for a man, age 32, 
with wife and two children, whose in- 
come is $10,000 or more per annum, is 
an endowment at age 75, said Nelson C. 
Taintor, of Hartford, at the Hotel Com- 
modore conference of Connecticut Mu- 
tual club members. 

“In discussing this subject I am going 
to assume, at first, that this man has 
not a large independent income and 
neither has his wife, but that most of 
his income comes from his earnings. 
Please remember he is only 32. 


“For what has this man got to provide 
in case of his death? (1) Home for his 
family. (2) Necessities of life. (3) Bd- 
ucation of his children. 

“What has he got to accomplish as he 
lives? (1) Successfully meet the high 
cost of living. (2) Educate his children. 
(3) Accumulate in investments for his 
own use, 

“Here are my reasons for such a 
recommendation: I thoroughly believe 
that the man as outlined in my subject 
should make his investments separate 
from his insurance, or, to put it another 


songs dear to our hearts, the Crew 
Song, The Gridiron Song, Oh, Syracuse, 
always ending with the Alma Mater— 

“When the evening twilight deepens 

And the shadows fall, 

Linger long the golden sunbeams 

On thy western wall. 

“When the kiddies reach the old cam- 
pus and hear these strains sung as they 
will be sung by the undergraduates of 
future days, I think they will be grate- 
ful to their daddy, and if I am not 
around, to that institution, the Educa- 
tional Policy, that made a future for 
them possible.” 

I should have mentioned that long 
before this my prospect has asked me 
the exact rate of his own age. 





| _ The Test of Service 








The ultimate success of a life insurance company de- 
pends upon what those who have bought its policies in the past 
think of the service they have received. 
Mutual passes this test with flying colors. 
or 35%, of the business delivered last year 
men and women already insured in the Company. 

JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


The Massachusetts 
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In 1919 


44 General Agencies paid for 
$88,000,000 
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Dividend Scale Maintained, Surplus Increased 
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way, buy only protection when buying 
an insurance policy; therefore, buy the 
policy with a small premium. 


“To my mind the annual life policy ° 


is absolutely ruled out, because one 
doesn’t want to continue to pay insur- 
ance premiums after one has gotten to 
be a real old man (anyone familiar with 
collecting premiums knows how the old 
men holding annual life policies ‘crab’ 
about how much they have already put 
into the policy, and yet I haven't found 
one who wanted his policy to become a 
claim). The endowment at 75 only 
costs a few cents more per thousand. 
It would (in theory) be possible to buy 
an annual life policy, carry it as long 
as the maximum amount of protection 
is required, then lapse the policy for its 
paid-up insurance value,—thus having 
something to be paid at death in any 
event. in theory that is fine, but in prac- 
tice human nature is the reason it fails, 
because no one likes to see his insur- 
ance decreased by some 30-40 per cent 
by a deliberate act on his part, because, 
although he doesn’t expect to die short- 
ly, he might, and then his family would 
have lost quite a little of this insur- 
ance,—and so the insured continues to 
pay his premiums but grumbles,—a very 
bad thing for the business. 

“T sell the endowment at 75, and in 
many cases sell it and deliberately give 
the impression that it is our annual life 
policy, and simply explain that where 
most companies mature their annual life 
policies at 96 or 100, we mature ours at 
75 which is quite within reach of al- 
most everyone whereas 96 is reached by 
only a very few. I find that makes a 
hit too! I also sell the endowment at 
75 with a firm recommendation to pay 
the premium in full each year and let 
the dividends accumulate. Explain that 
the policy has a low premium anyway, 
that accumulated dividends are nearly 
always an additional saving for a man, 
and that later on these dividends can 
be used to either have payments cease 
long before the expected time, or to 
make the policy mature as an endow- 
ment some ten years before its stated 
time. The policy will eventually become 
practically a 25 payment endowment at 
75 at a lower yearly rate. 

“A very good selling argument for 
this policy is that it can be converted 
later without examination into any 
other form of endowment policy calling 
for limited payments if the insured so 
desires. I have sold men twice as much 
of the endowment at 75 ag they had 
thought they would want of the 20 pay- 
ment life and sold them solely with the 
idea that they could buy much more 
protection for the same money now and 
then later, when they could afford to 
put more money into insurance, change 
the policies into 20 payment endow- 
ment at 75. I consider that argument 
soley a selling argument, however, be- 
cause actually that matter will practi- 
cally be taken care of automatically if 
the insured will allow his dividends to 
accumulate. But don’t forget the point, 
gentlemen, because the conversion 
privilege is a valuable one. 

“In selling this policy, explain that it 
is aimed to give the maximum amount 
of protection for the money spent and 
(tickle his pride a little) state that he 
can save or make investments through 
his own bank or broker with his knowl- 
edge of business affairs better than we 
could for him. And really, gentlemen, 
I think that is true, as no man can be 
earning $10,000 a year at age 32 unless 
he has got and shown real business 
wisdom. 

“Doctors, (who seem to be always 
poor business men) ministers and other 
professions dealing with book knowl- 
edge or whose thoughts float in the 
upper stratum of the atmosphere are 
exceptions to this statement. Sell 
them endowment at 6). The chances 
are they will need the money by that 
time. 

“As I read over these remarks, they 
strike me as rather simple, yet funda- 
mental. They are, but they also are 
sincere from my point of view. And 


OLD AGE PROTECTION 





J. M. Fraser Tells How He Creates a 
Desire For This Form of 
Insurance 





Outlining “How I Create a Desire for 
Old Age Protection” for the Connecti- 
cut Mutual general agents and club 
members at the New York City con- 
ference J. M. Fraser of the Fraser & 
Abry agency said: 

“Before making my calls I endeavor 
through various channels to get as 
much information concerning my pros- 
pect and his family, as is possible— 
because my principal thought is to 
draw a picture for him of the difference 
between some man who has an income 
sufficient to enable him to live com- 
fortably when his work is done and 
another who he perhaps might know 
and who is entirely dependent upon 
some member of his family and who 
is just waiting for the last call. When 
I have so focused his mind on that, I 
immediately prove to him that all he 
is doing by depositing a certain amount 
with us, say yearly, is to create a sink- 
ing fund for himself. 

“All men are interested in saving 
and if my man seems inclined to want 
te put it off, I immediately ask some 
older man if it so happens that there 
is one nearby: How he would like to 
have an income at age 60 or 65—a'ways 
his answer will be: Very much-—and 
generally this helps to put it over. 

“Of late I have been using long term 
endowments—almost exclusively as I 
find you can arouse more interest with 
them than any other forms. Our new 
circular, ‘Facing the Future’ has been 
a wonderful help to me in my work, be- 
cause I can lay it in front of my pros- 
pect and he actually has a good pic- 
ture and figures always appeal because 
a man retains more what he sees than 
what he hears. 

“Also my aim is to prove that he is 
going to live to old age. Most of my 
applications being written on lives of 
voung men, thirty and under, to them 
I show the mortality table, which 
proves that they have two chances out 
of three of living. to one of the bene- 
ficiary receiving the face value. Then 
I tell him of the statistics of the Amer- 
ican Bankers’ Association, which you 
all have. That shows only one man 
out of ten, being able to live on his 
income and as he perhaps will be that 
man, an extra $10,000 will not do any 
harm, but if unfortunately he is one of 
the other men, it will come as a well- 
deserved reward for his sacrifice dur- 
ing his productive years and he can 
always hold his head high, even if he 
chooses to live with his children, and 
he is the old man who has the cushion 
placed at his back, and a foot stool at 
his feet when he sets down. 

“You will see that it really is an 
easy business that we are in.” 





Some life insurance men have to pay 
for the privilege of not being called 
on to make speeches at conventions of 
club members, general agents and ag- 
ents. This is so with L. E. Dillehunt, 
agent of the Connecticut Mutual Life in 
Illinois. Having a natural aversion of 
making a public address and protesting 
against doing so when he was placed on 
a. program, he was advised by his gen- 
eral agent that the only way he could 
escape making a speech was to produce 
$50,000 of business a month. He said 
that was alright and since that time he 
has been producing more than $60,000 
of business a month. 


right there you have what to my mind 
is necessary for the success of any sale 
to any real man. (1) Simple reasoning, 
i. e., fundamentals. (2) Sincerity. 

“If you can impress your prospect 
along those lines, you will make the 
sale if anyone can.” 
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The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
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THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 

NON-PARTICIPATING POLICIES ONLY 

Over Forty Five Million Dollars Paid to Policyholders 
JOHN P. MUNN, M. D., President 


Good territory open for high class, personal producers, under direct contracts with the Compan 
Address Home Office, 277 Broadway, New York City. — 
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| HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 


PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 3 months 


INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 
ORDINARY POLICIES contain a valuable Disability clause and are guar- 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive offices No. 506 Wainut St., Philadelphia, Pa. 
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and jam up service. - 





$100,000,000 - INTERNATIONAL LIFE 
Smashed world records three ways in 1919. Come 
on in boys while the going is good. 


INTERNATIONAL LIFE OF ST. LOUIS 


Great policies 
- Write for contract. 














ACTUARIES TO MEET 
The Actuarial Society of America 
will hold its Fall meeting on Thursday 


and Friday, October 28th and 29th at 
Richmond, Virginia, at the invitation of 
the Life Insurance Company of Vir- 


ginia. The usual dinner will be held on 
the first evening. 





FRANKLIN BARNARD DEAD 
Franklin Barnard, of Barnard Bros., 
Boston, has died. This firm is General 
Agent for the Penn Mutual Life. 
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Endowment at Age 
65 Enthusiast 


VIEWS OF MANAGER LETCHER 








Pacific Mutual Man Gives Talking 
Points for This Contract; Its 
Appeal Analyzed 





General Agent W. R. Letcher, of the 
Pacific Mutual Life, is an Endowment- 
at-Age-65 enthusiast. He sums up his 
views of this contract as follows: 

“There isn’t a man who has tried this 
policy but has sold much insurance that 
he otherwise would not have sold, while 
those who have specialized on it have 
doubled and trebled their previous pro- 
duction. A number of agents are do- 
ing a splendid business with this pol- 
icy in communities where agents who 
are sticking to the old Ordinary Life 
and Twenty Pay are complaining of 
poor business. The public has heard 
the old story many, many times and 
rea'ly welcomes something new. These 
indisputable and pleasant facts, after 
such a thorough tryout of the policy, 
impel me to call it to your attention 
again and to insist, if I may, that those 
of you who are not selling it start a 
campaign on it, and that those who are 
selling it work it even harder than you 
are. 

“The Endowment at Age 65 appeals 
most strongly to a man’s selfish side 
he gets the money while he lives and 
enjoys it at the time when he needs it 
most. His family is protected in the 
meantime and the premium is little 
different from Twenty Pay or Ordinary 
Life—genera'ly about the same. It 
should always be sold on the Annual 
Dividend plan, and of course the easy 
way to present it is by the written 
method, or proposal, because it makes 
it a definite, concrete and personal 
proposition. Always be sure to tell a 
prospect that the maturity of the pol- 
icy earlier than age 65 is not guaran- 
teed because the law doesn’t allow us 
to guarantee our dividends: also that 
what we are showing about our divi- 
dends is not an estimate for the future, 
but is simply past experience, but that 
he of course can tell what to reason- 
ably expect.” 

A Proposal for Insurance on the Life 
of John Doe 
Age 35 Amount $10,000 

PLAN: Endowment at Age 65, pay- 
able at death or at age 65. 

YEARLY PREMIUM (each 
costs $33.70)—$337. 

Under our present basis we are pay- 
ing a dividend at the end of each year; 
these dividends either reduce the cost 
or increase the insurance. . 

This policy is all paid for in about 
21 years, at age 56, and you can cash 
it in for $10,000 at age 60, if you leave 
your dividends in to accumulate; or 
it is all paid for at age 65 if you with- 
draw the dividends in cash, and it pays 
$10,000 in cash at age 65 or at death if 
such occurs before that time. If a lump 
sum is not desired when the policy 
matures you can have an income of 
$91.80 per month for life instead. 

The above plan has a double advan- 
tage. It provides protection against 
death during the years when it is most 
needed; it establishes a capital, quiet- 
ly accumulated in your productive 
years, to make your own old age com- 
fortable. 

This latter provision is entirely prac- 
tical, because statistics show that over 
90 per cent of the men who live to age 
65 and beyond are either dependent or 
exist from week to week on insufficient 
earnings. 

Should you become permanently and 
totally disabled at any time before age 
60, all premium payments would cease, 
you would be paid an income of $100 
per month during life, beginning imme- 
diately, and the principal sum of $10,- 
000 wou'd not be affected nor your divi- 
dends or any other privileges in the 
policy, but you would receive them all 
in the same manner as if you had paid 
all premiums and had not been paid 
the income mentioned. 


$1,000 


3,000 Policyholders 
in a 42,000 City 


APPLICANTS HAVE TO WAIT 





“Col.” Allerton S. Freeman, Decatur, 
Ill., Only Connecticut Mutual 
$1,000,000 Producer 





“Hello Colonel Freeman. Glad I met 
you this morning. I want to give you 
an application for some life insurance.” 

“Sorry, Brother Jones, I can’t do any- 
thing for you this morning. You will 
have to wait until somebody now in- 
sured in my company hits the trail to 
the happy hunting ground in order to 
get in. You see, Jones, we only take so 
many in at a time.” 

The above dialogue took place on the 
main street of Decatur, Ill. Colonel 
(?) Allerton S. Freeman, assistant gen- 
eral agent of the Connecticut Mutual 


Life, with headquarters at Decatur, and 
a man by the name of Jones whom 
Freeman had been trying to insure for 
some time, were the characters. 

“Col.” Freeman was loaded down with 
fishing paraphernalia and was on his 
way for a day’s sport with the beauties 
of the deep when he was hailed by 
Jones as above, and with remarks indi- 
cated left Jones, thinking it over and 
went on fishing. 

Allerton S. Freeman, is the only ag- 
ent of the Connecticut Mutual Life who 
is writing more than a million dollars 
of personal business a year. He is, 
and has been, the premier agent of that 
Company for more than nine years. 

“Col.” Freeman is a big open-faced 
Westerner who thinks things, and says 
what he thinks, and it doesn’t make a 
hoot whether he is on the plains of 
Illinois or at the Commodore Hotel in 
New York City. It is not necessary to 
have a vibration detector concealed on 
one’s person, or in a room to know that 
he is around. 

Out in Decatur, a city of 42,000 popu- 
lation, “Col.” Freeman has more than 
3,000 different policyholders to his 
credit. He sells mostly monthly income 
insurance and endowments at 75. A 
large amount of his business is sold to 
farmers. He believes in work, and was 
in New York last week on the first va- 
cation he has taken jn nine years. 

Asked by a representative of The 
Eastern Underwriter what his selling 
formula is, “Col.” Freeman remarked: 

“I don’t have any ‘highfallutin’ pre- 
scription which I follow for selling life 
insurance. I just go out and sell it, and 
that’s all there is to it. That’s the way 
I do it,—when they don’t come to me 
like my friend Jones. And believe me, 
if you don’t think that is a fact, just 
you hike out Decatur-way sometime and 
get a glimpse of them rallying around 
Freeman’s banner.” 

Asked how much business he has 
written this year “Col.” Freeman stated: 

“TI don’t know how much business I 
have written this year. And what’s 
more I don’t care much. I know I will 
write more than a million dollars and 
I'll get paid real good money for doing 
it, too. I never know how much money 
I have made during the year until I 
have a reckoning up with the General 
Agent at Chicago. You see it’s this 
way: they just have me on a salary list 
out there, and they send me so much 
every week, and on the first of the 
month they send a little jag additional, 
then at the end of the year we get to- 
gether and have a little pow-wow and I 
get all the rest that is coming to me, 
and we start all over again the same 
way. 

“You ask me how I became connected 
with the Connecticut Mutua] Life. 
That’s no secret, but I am not going to 
tell you right now. You see that document 
(producing a paper from his inside 
pocket), the vice-president has asked 














CO-OPERATION 


"THE success of our liberal pro- 

gram of agency co-operation 
has made it possible for us to extend | 
and improve our methods of selec- 
tion and training. 


It is our plan to make contracts 
each year with a limited number 
of full-time representatives; no 
part-time men being accepted. 
Each representative will be care- 
fully selected and will attend our 
training course at the Home Office, 
which combines in its six weeks’ 
course, a study of the principles 
and practices of life insurance and 
actual field selling under com- 
petent supervision, 


Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 
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ests of all members. 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND 
urchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
ALUES, make an INSURANCE PROPOSITION which in the sum ef 

ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
° 8% reserve 

















"IN THE CENTER OF THE U.S. A. 























is located a big, vigorous, and growing 
institution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $220,000,000 of insurance in force. 

Investigate for yourself. 

Missouri State Life Insurance Company 
M. E. SINGLETON, President 


St. Louis, Missouri 














me to tell why I am connected with the 
Connecticut Mutual at our meeting in 
Cincinnati, and I’m going to tell ‘em. 
After that you can tell the world, for I 
will have writ’ it down.” 


“Col.” Freeman is very popular with 
Connecticut Mutual agents, also with 
the officials of the Company, all of 
whom are proud of his record of service 
with the Company. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
| Book Increase His Income and General Efficiency 




















Here is a letter written tc zive you an opportunity to develop an- 


A Good an agent by Fred C. Hathi ither pearl. 

Letter To way, manager of the Mutua As far as I am concerned personally, 

Arn Agent Life, San Francisco: Dea want to be right out in the old briny 
Agent: Every time I start leep, right in the thickest of the scrap- 


ed to talk to you yesterday, it seemec 
that we were interrupted about the 
time that I got warmed up. I went 
home last night and even after going 
to bed spent a sleepless night in think- 
ing of some of the things I wanted to 
say to you, and for fear that by telling 
them to you personally they might be 
forgotten, I decided to dictate you a let-7 
ter this morning and to put in writing 
what I started to say to you when 
= ——~ “butted in.” 

The thought is this. Every form of 
life from the very lowest of nature to 
the very highest of cultured civiliza- 
tion, has to scrap from the time it is 
born until it is received back by Mother 
Earth, and as I said to you in reference 
to my thoughts as I sat on the seashore 
and watched the low forms of life strug- 
gling for an existence—struggling to 
overcome something that was eating at 
its vitals, I received consolation 
through studying the abalone and the 
pearl oyster. When one of these is at- 
tacked by something boring in its shell 
or getting into its habitation, it imme- 
diately proceeds to get busy and build 
up a little fortification around this for- 
eign enemy. It saves its own life and 
leaves to the world one of our most pre- 
cious gems, the pearl. 

Now, my dear fellow, is not this a 
lesson for us? Can you or I afford to 
grieve over disliking soliciting, over 
poor collections, or whatever the thing 
may be that is bothering us? I think 
you will agree that I was in a pretty 
good humor yesterday, but you don’t 
commence to know some of the troubles 
that I had to settle; some of the most 
disagreeable things that were on my 
mind and that had to be met, overcome 
or adjusted. 

To me it is a very consoling thought 
to know that each time one of these is 
overcome we develop another pearl, 
just like the abalone, and further, that 
every one that we overcome makes it 
easier for the next one to go down be- 
fore us. 

Now, another thought which I tried 
to bring out when we were interrupted 
that can also be compared with the sea- Some Man (?) He doomed his wife 
shell—the larger the shell the more evi- to work for bread afte® his life was 
dence of numerous attacks, as well as ended, instead of having insurance pro- 
the greater number of pearls. The tection to carry her through.—D. K 
moral that I draw from this is, as I A pleased policyholder is a great ad- 
started to tell you yesterday, if you vertisement—and advertisement is the 
don’t want any trouble YOU DON’T  hackbone of all successful business en- 
WANT SUCCESS. The men at the terprises.—K. M. 
head of the large institutions did not Alibis for lack of business are merely 
get any more gray hairs getting up framing your deficiencies for your As- 
there than they did retaining that sistant to view.—F. H 
which they had secured. There are sit poeta Rec 
only a very few callings in life in which Always listen when the other fellow 
I can imagine one could sort of sit nn 7 a advice—it may help 

mn wv. '. 


down and dream away his existence; 
If you are a real insurance man you 


one is a poet and the other an artist, : 
and I don’t believe either you or I have will know in a moment where insur- 
ance is needed.—A, H. 


any ability along these lines. 
If you will just get this thought of It is not what you do, it is how you 
do it that counts.—G. T. 


developing pearls thoroughly into your 
head, you will soon be able to smile at Write good business and keep the 
your troubles, because you know you lapse down; that is the road to suc- 
are going to overcome them, which will cess.—F. H. 


jing. I want to be punctured chock 
‘ull of holes, and believe me, I want to 
hold on to the rocks so tight that it 
will take a big winter’s storm to wash 
me up on the beach, and when I get 
there I want this old carcass to be so 
ichock full of holes that I will be a curi- 
| osity. 

Now, old man, “buck up”; you really 
don’t know what troubles are, and for 
that matter, none of us do, along side 
of illustrations we can pick up in our 
everyday life. When I look back over 
your life in - , I think you have a 
lot to be happy over and that you have 
made good progress, and perhaps you 
are not able to see it, but nevertheless, 
you have developed a lot of pearls that 
are readily seen by your friends and 
associates. 

Now, just think this over seriously. 
Make up your mind that you are going 
to make September one of your biggest 
months in production. Determine that 
you are going to surround that “worm” 
(dis'ike of soliciting) until it is devel- 
oped into a precious stone. You are 
too young a man to be washed upon 
the beach among the dead ones, 

* a = 





From “Everybody's Col- 
umn” in the bulletin of 
the John Hancock Cin- 
cinnati offices the fol- 
lowing points have been 
contributed by agents: 

We, as insurance men, should con- 
sider it our duty to place a policy in 
every home.—E. R. 

What the John Hancock Mutual re- 
quires is an honest day’s work for an 
honest day’s pay.—G. T. 

The person who in health secures 
adequate insurance protection, does not 
leave with those who mourn, an addi- 
tional burden financially—J. A, F. 

The man who produces is the man 
who succeeds.—K. M. 

Money alone can’t buy insurance; 
you must have health to back up your 
money.—D. K. 


Pithy Points 
By Agents of 
John Hancock 














Southwestern Life Insurance Co. 


Home Office, DALLAS, TEXAS 




















American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 




















LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


OLDEST-LARGEST STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1919: 


ED: ccnccasnbiveeksarearaateseeseeetddvakte PUG EMEREFRENNNENDSOES Ext iE eenS 20,700,133. 

tL :. <inccihiutitaathaihberaxenkhan okikcadkemenwiiitieednaiméadabekbuaudénana ’ 18650 d05 6s 
oc niveentnintedssuvia sidsnkenbiadabseseiedeeanenseadaneca 2,049,930.12 
i sebelah nc ansiowisey aks aeeideadilbewasub-vad Ebiicednn 176,501,808.00 
MOMMNONED We WOMORUNIIUDS oo500c0000005sc000cceernsiscesncecscscecceccce, 1,851,338.97 
Total Payments to Policyholders since Organization..................... 23,840,173.80 


JOHN G. WALKER, Pres‘dent. 




















Great Southern Life Insurance Company 


HOUSTON, TEXAS 


*AMARILO 


THE 
BIG 1 : For Agency Contracts address 


TEXAS 


INSURANCE 


BFAUMON I» 


0. S. CARLTON 


PRESIDENT 


SAM ANTONIOe e 
eDELRIO COMPANY» 5 




















37,005 PEOPLE 


wrote to us last year and asked for an illustration of our “Income for 
Life” at their age. This valuable lead service explains why our 1919 
business showed a gain of 81 per cent. 


The Fidelity operates in 40 states. Full level net premium reserves 
basis. Insurance in force over $173,000,000. Faithfully serving in- 
surers since 1878. 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 




















Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 
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Untermyer and Hylan 
Criticize Investments 


RAP INSURANCE COMPANIES 





Want Law Directing Them to Invest 
Great Bulk of Funds in Real 
Estate Mortgages 





Samuel Untermyer, the New York 
lawyer, has again attacked insurance 
companies for not loaning money on 
real estate despite the fact that mil- 
lions of life insurance funds are being 
used in bettering housing conditions. 
In a letter to Mr. Untermyer Mayor Hy- 
lan says: 

“City of New York, 
“Office of the Mayor, 
Sept. 7, 1920. 
“Samuel Untermyer, Esq., Sagamore 
Lodge, Raquette Lake, N. Y. 

“Dear Mr. Untermyer: You say you 
can place in jail in ninety days the con- 
spirators of the nation-wide building 
material trust if you have the co-opera- 
tion of the Federal and other authori- 
ties. 

“IT want to assure you that in so far 
as the City of New York is concerned 
every department under the jurisdic- 
tion of the Mayor will co-operate and 
render every possible assistance to you 
in any investigation you may undertake 
or to which the Federal authorities may 
assign you. 

“If a law were enacted prohibiting 
the savings banks and life insurance 
companies from investing millions upon 
millions in speculative securities and di- 
recting such institutions to invest the 
great bulk of their funds in mort- 
gages on real estate, it would go a great 
way toward helping to solve the housing 
problem. 

“IT have been informed that many of 
these institutions will not loan money 
unless the application is made through 
certain favored bankers or channels 
which seem to have some tacit under- 
standing with some of the officials of 
these institutions, and these brokers ex- 
act large bonuses for securing such 
loans. 

“The Penal law might well be amend- 
ed to make it a penal offense that would 
apply to both the brokers and those 


connected with these financial institu- 


tions, who are working together to ex- 
tort large bonuses from the borrower as 
well as the highest possible rate of in- 
terest. 
“Very truly yours, 
“JOHN F. HYLAN, Mayor.” 





ISSUE NEW STOCK 





$50,000 Added to Capital of Columbus 
Mutual Life; Company to 
Enter Nebraska 





Stockholders of the Columbus Mutual 
Life Insurance Company have over- 
subscribed by a large margin the $50,- 
000 of new stock added to the capital, 
notwithstanding the shares were issued 
at $200, with par value of $100. The 
issue raises the company’s capital to 
$200,000. One official of the company 
wanted to take the entire emission at 
the price set, but the board of directors 
decided that it should be prorated 
— the shareholders, which was 
aone, 

Co-incident with the announcement 
of the additional capital, it is announced 
that the company has just been licensed 
to operate in Nebraska. 


MISS JONES BACK FROM WEST 

Sara Frances Jones, of the Equitable 
Society, is due in Boston on Monday 
from a trip to the Yosemite Valley, 
where she spent a vacation. She will 
attend the convention of the National 
Association of Life Underwriters as a 
delegate from the Chicago Association. 

William Bacon is leading the general 
agencies of the Bankers Life of Iowa. 
His agency paid for $3,392,507 the first 
seéven months of 1920. 


HIGH PRAISE FOR LITERATURE 





Circulars of Bankers’ Life of lowa 
Chosen by Wisconsin State 
Normal School 

The State Normal School at White 
Water, Wisconsin, has been using sales 
letters and advertising leaflets and cir- 
culars of the Bankers’ Life Company 
as models for study in Commercial Eng- 
lish and Letter Writing. 

Henry G. Lee, head of the depart- 
ment of English in this school, has 
written the Company that the adver- 
tising letters and circulars of the Bank- 
ers’ Life Company were selected as 
the best which the school had been able 
to secure from nearly one hundred com- 
panies of every description. Mr. Lee 
has sent the Company some copies of 
the best sales letters written by mem- 
bers of his class and they are all made 
up large’y of ideas and expressions as 
well as whole paragraphs and sentences 
derived from the advertising literature 
of the Bankers’ Life Company. These 
letters were made up of a long list of 
sentences picked at random from the 
various sales letters and circulars sub- 
mitted. The students then made up 
their letters from these random lists 
and the results were as stated above 
with the letters showing strong like- 
ness to the sales letters as sent out by 
the Company. 





NEW BOSTON GENERAL AGENT 





V. W. Kenney, Connecticut Mutual, In 
Eastern Massachusetts; H. S. 
Hince With His Agency 





V. W. Kenney, who has been general 
agent of the Connecticut Mutual in 
Harrisburg, Pa. has been appointed 
general agent for Eastern Massachu- 
setts at Boston, succeeding John S. 
Cranfton, who will be associate general 
agent. The latter desires to spend 
more time on his large personal clien- 
tele. 

Hugh S. Hince, for the last five years 
in charge of the editorial department 
at the home office has resigned his 
position to take up active field work 
with Mr. Kenney. 





INCOME TAX RULING 


The following ruling recently re- 
ceived from the Office of the Commis- 
sioner of Internal Revenue will inter- 
est agents. It is to the effect that if an 
insured restricts, say, his wife to re- 
ceive at his death only the interest 
which the Society allows on the pro- 
ceeds of insurance held on deposit, 
further providing that the principal sum 
is to be paid to a child or children 
upon the death of the wife, such inter- 
est payments made to the wife during 
her lifetime are not subject to the in- 
come tax.. This ruling refers only to 
cases where the first beneficiary is re- 
stricted to the interest settlement. If 
she has the option of taking the cash 
on the death of the insured, but elects 
to leave the money with the Society at 
interest under a certificate of deposit, 
the interest paid her would be subject 
to income tax. 

A copy of the ruling follows: 

“In the policies covering the life of 
, who died April 10, 1917, pro- 
vision was made that the beneficiary, 
his wife, shall receive only an annual 
payment representing 3 per cent on the 
principal of the policy, together with 
any excess interest dividend appor- 
tioned to such policy. At her death the 
entire proceeds were to be paid to cer- 
tain named beneficiaries. Mrs. 
may in no case receive any part of the 
principal of the policy. In this case, 
you are advised that the entire amount 
received by Mrs. represents a 
part of the proceeds of an insurance 
policy and is exempt from tax in her 
hands.” (Letter from Paul Meyers, 
Acting Commissioner of Internal Rev- 
enue, to Equitable, dated July 10, 
1920.) 
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THE TRAVELERS 


—good to represent because it is a multiple-line 
company, giving the agent or broker several opportu- 


nities where ordinarily he would have but one. 


Write to the nearest branch to-day for representation 


THE TRAVELERS 
INSURANCE os INDEMNITY 
COMPANY COMPANY 


HARTFORD, CONNECTICUT 
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THE MAN 4x» THE JOB 


The time which all employees have looked forward to, 
when the job would be hunting the man instead of the man 
hunting the job, has evidently come. If you can do anything 
in the way of producing material or moral values, the job is 
waiting for you—looking for you. Life insurance companies 
have heretofore been in the position of the employee who had 
to hunt his job in order to get the opportunity to do the work 
he was able to do for the benefit of his employer and the com- 
munity at large. Now employers are looking for men and 
men who need life insurance are looking for a life company 
that will insure them. 


This advertisement is therefore printed here to notify the 
public that the New York Life Insurance Company, organized 
under the laws of the State of New York in 1845, is ready to 
do the job for those who need life insurance. The Company 
did the job for over TWO HUNDRED THOUSAND MEN 
AND WOMEN in 1919, but was obliged to turn away over 
FIFTEEN THOUSAND, not because the Company’s facilities 
were not ample, but because they applied too late—they were 
no longer insurable! They wanted protection to the amount 
of SIXTY MILLION DOLLARS, and the Company could not 
furnish a dollar. 


So the Company is printing this notice to the effect that it 
is ready to do the job for healthy men and women, on appli- 
cation. Its facilities are ample, its work has behind it the 
guarantee of seventy-five years of faithful service, a mutual 
organization with a membership of over a million insured 
persons, with ample reserves to meet every contingency. The 
Company has Branch Offices in the principal cities, and 
Agencies in nearly every county. You can easily find one and 
he will do the job—if you haven’t waited too long. 


New York Life Insurance Company 
346 & 348 BROADWAY, NEW YORK, N. Y. 


DARWIN P. KINGSLEY, President 
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Continental Life 
to Write Groups 


SUMMARY OF ITS COVERAGE 





Rates on Least Hazardous Risks: Age 
15, $5.47; Age 25, $6.27; 
Age 35, $6.76 





The Continental] Life Insurance Com- 
pany, of Wilmington, Delaware, has 
entered the field of group Lfe insur- 
ance and wi'l issue policies on the non- 
participating one year renewable term 
plan. 

Policies will be issued on groups of 
fifty and more, with a minimum age of 
15 years; a minimum amount on one 
life of $500 and a maximum of $3,000. 

Names of new employes eligible 
for insurance are to be furnished by 
the employer, but failure to do gs40 
through clerical error does not invali- 
date the insurance, 

At the termination of the employ- 
ment of any individual, thus terminat- 
ing the insurance, a policy may be 
issued on the Whole Life or Endow- 
ment plan at the attained age, within 
thirty days, upon the written consent 
of the employer and written applica- 
tion from the individual. 

A grace period of thirty days is 
granted for the payment of a'l pre 
miums after the first during which the 
policy continues in full force. 

In event of permanent total disabil- 
ity before age 60, the Company will 
pay an amount equal to the sum in- 
sured, in one sum or in installments, 
at the option of the employer, provid- 
ed such disability shall have existed 
continuously for at least six months. 

The contract is incontestable after 
one year, except for non-payment of 
premiums or for violation of the mi'i- 
tary or naval service clause in time 
of war. 

If the age of any individual has been 
misstated, adjustment is to be made 
with the employer through the pre- 
mium payment, but the claim is to be 
paid in full. 

The rates per thousand of insurance 
on the least hazardous risks follow for 
quinquennial ages: 

Age Rate Age Rate Age Rate 
15 $5.47 35 =. $6.76 55 «©$19.87 
20 5.87 40 7.85 60 29.39 
25 6.27 45 10.02 65 43.83 
30 6.43 50 13.78 70 65.34 
A flat extra premium for each thou- 

sand of insurance will be added to the 

above rates for the most hazardous in- 
dustries. 

These rates will be guaranteed for 
five years. 





NOT ON PROGRAM 





Wife of Insurance Agent Insults Cabaret 
Singer at Company Banquet in 
Massachusetts 





One of the western life insurance 
companies held its annual agency con- 
vention in Boston during August. After 
a series of remarkably interesting ses- 
sions there was the customary dinner 
with cabaret accompaniments at one of 
the shore resorts. iverything was 
going along smoothly until one of the 
cabaret singers started singing an inti- 
mate song during which in cabaret style 
she approached a venerable looking 
diner and patted him on his head. She 
was on her way to another one when 
the satter’s wife outraged by the threat- 
ened familiarity and having her own 
opinion of cabaret singers took a glass 
of water and threw it into the face of 
the singer. The other agents present 
were horrified at this insult to the 
singer and rose and cheered her for 
several minutes. 





John Cairns, of Norwich, N. Y., who 
has been representing the Travelers, 
will leave the insurance business on 
October 1 to become a traveling sales- 
man. 














by calling at 








REAL SATISFACTION 


Working with William N. Compton and the John 
Hancock Mutual Life Insurance Coinpany in New 
York City forms the happiest combination imagin- 
able for the life insurance salesman. 


If you have any doubt in your mind have it dispelled 


220 BROADWAY 


Phone 6030 Cortlandt 











We have passed the 


Half Billion Mark 





With over 
$530,000,000 


of insurance 


now in force 




















HEAVY WEIGHTS 
Question Asked By Home Life Agent 
and How Company Answered It 
Satisfactorily 

An agent of the Home Life asks this 
question: 

“Q. You issued a policy to me lately 
on the life of a heavy man with a rat- 
ing of 5 years to the age, on the 20 Pay- 
ment Life plan, and now you tell me 
that if the insurance is placed on the 
20 Year Endowment plan the rating 
will be 7 years to the age. 

“As the Endowment policy matures 
earlier and you get off the risk, I can- 
not understand why you shou'd impose 
a heavier rating than on the 20 Pay- 
ment Life plan.” 

The Comnany’s Answer 

“A. We do not impose a heavier rat- 
ing on the Endowment plan than on 
the 20 Payment Life, and if you will 
examine the addit'on to the premium 
you will ‘observe that although there 
may be a year or two extra added to 


’ the age the addition to the premium is 


less on the Endowment plan than on the 
20 Payment Life. If the applicant’s age 
were 35, five years additional on the 
20 Payment Life plan would mean the 
payment of an extra premium in each 
of the 20 years of $4.16 per $1,000. On 
the 20 Year Endowment plan an addi- 
tion of seven years to the age at age 35 
would mean an extra premium of only 
$2.56 per $1,000. You wil! see therefore 
that. for the extra mortality during the 
twenty years an applicant taking an 
Kndowment policy would pay less than 
the applicant taking a 20 Payment Life 
policy. This is as it should be, and 
from this viewpoint it is made clear 
that the rating is less on the Endow- 
ment plan than it is on the Limited 
payment.” 


BUSINESS INSURANCE 

A New York State charter was re- 
cently granted to D. W. Griffith, Inc. 
The new concern is authorized to pro- 
duce pictures, dispose of films, etc. An 
interesting feature of the charter and 
the advertising that accompanies the 
financing is the provision that D. W. 
Griffith’s life shall be insured for $500,- 
000 as long as the corporation is in ex- 
istence. The stars and other principals 
are also to be insured for substantial 
amounts. 


CAPABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis- 
factory volume. Inquiries about localities 
will have careful attention. 


Union Mutual Life 


Insurance Company 
PORTLAND, MAINE 


Address: 
ALBERT E. AWDE, Supt. of Agencies 











HOME LIFE 


INSURANCE CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 


WILLIAM A. MARSHALL 
President 


The 60th Annual statement 

shows admitted assets of 
$37,780,735 and the Insur- 
ance in Force $185,755,819, 
a gain for the year 1919 of 
over $27,000,000. The Insur- 
ance effected during the year 
was over $40,000,000, or 63% 
more than in the previous 
year. The amount paid to 
policyholders during the year 
was over $4,388,000. 


For Agency apply to 


GEORGE W. MURRAY. 
Supt. of Agents. 


256 Broadway, New York, N. ¥ 





Bankers Life 
Company 
Des Moines - - Iowa 


Geo. Kuhns, President 




















Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 























THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


Incorporated 1851 
WwW. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. 8S. WELD, Superintendent of Agencies 
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Fraternal Insures 
3,500 Yardmasters 


$6,000,000 COVER FIRST YEAR 








American Insurance Union, of Which 
Former Congressman Lentz is 
President, Insurer 
Columbus, O., Sept. 9.—The American 
Insurance Union, an Ohio fraternal with 
head offices in Columbus, of which ex- 
Congressman John J. Lentz is. presi- 
dent, has just closed a contract with 
the executive board of the Railroad 
Yardmasters of America, Grand Di- 
vision, for the collective insurance of 
all its members, slightly more than 
3,500 in number, and also members of 
their families, including babies more 
than one year old. It is expected that 
members’ insurance? alone will approxi- 
mate $6,000,000 the first year, and total 
volume, including accident and health 
and the life insurance of members’ 
families, is expected to exceed $10,000,- 

000, virtually from the beginning. 

Members of the organization are lo- 
cated at railroad terminals throughout 
the country, but more than as many as 
are involved in the new contract are 
affiliated with other railroad men’s asso- 
ciations which have insurance features, 
rather than with their own, which has 
had none until now. With the added 
feature of insurance, not only for them- 
selves but also for their families, Presi- 
dent J. L. Cone expressed his belief 
that the membership will double during 
the coming year. 

Speaking for the executives, Presi- 
dent Cone summarizing the new agree- 
ment, said: 

“Under the agreement as made with 
the A. I. U., our members have five 
plans of life insurance from which to 
choose, running from very cheap term 
to limited payment, full-reserve forms, 
and in addition have accidental death 
and disability and accidental and health 
insurance forms, adjustable to their in- 
dividual needs. 

“Our association is the only organi- 
zation of yardmasters in the U. S. 
having a recognized status before the 
U. S. labor board and the interstate 
commerce commission. We are classi- 
fied as subordinate railroad officials. 
The lack of an insurance for our mem- 
bers has been the one big handicap to 
our growth. We have corrected this by 
means of the agreement made and we 
shall double our membership at least 
within the year, and yardmasters now 
affiliated with other railroad organiza- 
tions for necessary insurance will now 
come to their own organization.” 


CHICAGO LIFE’S AFFAIRS 


A final settlement has been made of 
the affairs of the old Chicago Life, 
under which the stockholders will get 
back less than $100,000 out of the half 
million which they contributed to start 
the company. It opened its career with 
excellent prospects, having a _ paid-up 
capital of $200,000 and surplus of $300,- 
000 and the backing of some of the 
strongest financial interests in Chicago, 
but dissensions in the management 
proved its undoing and in 1906 the busi- 
ness of the company was re-insured in 
the Federal Life of Chicago. 

Prior to that time, however, a very 
liberal agency contract had been made 
with Tiernan & Stout of Fort Scott, 
Kan., for several states in that section. 
No provision was made in that contract 
for any discontinuance of business, and 
after the re-insurance Tiernan & Stout 
sued for the profits they would have re- 
ceived for the full term of their con- 
tract. They finally secured judgment 
for $76,000 and also claimed $23,000 ac- 
crued interest. After four years of liti- 
gation a compromise has been effected 
and the remaining assets of the com- 
pany have been sold, realizing $96,759. 
Stockholders have been notified that on 
September 20 a liquidating dividend of 
$64.60 will be paid on each share of 
stock. 
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This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager; W. E. Schram, Associate 
Editor. The address of the officers ts 
the office of this newspaper. Telephone 
2497 John. 

Subscription Price $3.00 a year, Single 
copies, 25 cents. 

Entered as second-class matter April 
s, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 





UNTERMYER AGAIN 

Samuel Untermyer, New York lawyer- 
politician, is hitting below the belt 
again. ‘In the course of a three-column 
interview with a reporter for the New 
York “World” he blames the life and 
fire insurance companies and other fi- 
nancial institutions for the shortage of 
housing. He loosely charges that a 
wide criminal conspiracy exists where- 
by building materials are kept at a 
fictitious price level and he offers to 
send the conspirators to jail where 
they belong. Life and fire companies, 
he says, should be compelled to make 
real estate loans, 

Following publication of his inter- 
view, Governor Smith, Mayor Hylan 
and District Attorney Swann gave out 
statements saying they are very much 
interested in what Mr. Untermyer said 
and if be desired to prosecute the al- 
leged “criminal conspiracy,” they would 
co-operate, 

Mr. Untermyer does not play the 
game. He knows the whole truth, but 
he prefers to make capital by telling 
half truths. If he told the whole truth, 
he would not have permitted the im- 
pression to get out that life insurance 
companies are blocking building prog- 
ress by refusing to make loans on mort- 
gages, nor would he have insinuated 
that they are making speculative invest- 


ments. He knows very well that at 
least one life insurance company is 


loaning millions for the purpose of 
building smal! homes and moderate- 
priced apartment houses. Furthermore, 
this particular company is not buying 
any bonds in Wall Street, all of its 
commitments being to aid housing. 
This company is even opening agencies 
through which money can be system- 
atically loaned for fifteen years in var- 
ious cities needing houses at the cur- 
rent rate of interest prevailing in the 
city where the buildings are to be built. 
Thus this life insurance company is 
financing. reliable building concerns to 
build houses which may be paid for dur- 
ing a period of fifteen years to those 
who would otherwise pay about the 
same or perhaps more rent. And, 


speaking of the railroad and other in- 
vestments made by the life insurance 
companies, weren’t the life insurance 
companies building up the country when 
they helped build up the railroads? 

There is a great deal of Thomas W. 
Lawson in the Samuel Untermyer make- 
up, with a little bit of P. T. Barnum, 
as well None of the moving picture 
press agents have anything on Mr. 
Untermyer when it comes to knowledge 
of advertising himself, but it can be 
said for the movies that they do not 
tear others down in order to boost 
themselves. 





FIRE HAZARD IN LARGE CITIES 

Of late years the general fire hazard 
in large cities has undoubtedly been 
greatly increased by the congestion of 
street traffic, the danger of which can- 
not be wholly eliminated even by the 
most complete system of traffic regula- 
tion. Streets crowded with trolley cars 
and motor vehicles of all descriptions 
often present something of a maze for 
fire apparatus to negotiate en route to 
a fire, when the first few minutes often 
mean so much in the size of the loss. 

In view of conditions it is remark- 
able that no more serious results have 
occurred. In the business sections of 
large cities, at certain hours, the con- 
gestion due to the great increase and 
use of motors is noticeably appalling, 
and it is hardly to be wondered that a 
fire engine, or any other piece of fire 
apparatus, is more or less hindered in 
answering the fire alarm. 

The only present remedy for this con- 
dition is close enforcement of traffic 
regulation, greater co-operation between 
the Police and Fire departments, the 
extended use of one way streets, and 
more especially drastic changes in park- 
ing rules. 

It is not an infrequent sight in large 
cities to see narrow streets crowded 
with trolley cars lined up in the middle 
and motor cars solidly parked on each 
side, making the passage of a piece of 
fire apparatus impossible without con- 
siderable delay. 





BALL GAME INSURED 

Taking no chances on the weather, or 
injury to “Babe” Ruth, the Pittsburg 
club insured the game with the Yanks 
at Forbes Field against rain and in- 
jury to the home run hitter. A $1,500 
premium was paid for $20,000 insur- 
ance. 





Albert Kingsley Taylor, who now has 
charge of publicity for the Henry 
‘vans companies, is a graduate of Ken- 
yon College, Gambier, Ohio, with an 
A. B. degree. He has an honorable war 
record, serving as first lieutenant of the 
307th Infantry Machine Gun Company 
and was eighteen months overseas. 
While abroad he was awarded a cer- 
tificate of proficiency by the University 
of Grenoble, France. Mr. Taylor was 
for four years in the wholesale depart- 
ment of the Aeolian Company and trav- 
eled for that concern. In 1910 he went 
with the Wendell P. Colton Company, a 
general advertising agency in New 
York, becoming vice-president and sec- 
retary of that company. After return- 
ing from war service he took an active 
part in organizing the F. J. Ross Com- 
pany, Inc., New York, an advertising 
concern which was then being formed. 

R. W. Thomas has been appointed 
special agent for the Law Union and 
Rock and the other associated com- 
panies for Maryland, Virginia and West 
Virginia. 














THE HUMAN SIDE OF INSURANCE 

















CHARLES F. COFFIN 





Charles F. Coffin, vice-president of 
the State Life, Indianapolis, who re- 
cently returned from a two months’ trip 
to Europe where he went as a delegate 
of the Indianapolis Chamber of Com- 
merce to the organization meeting of 
the International Chamber of Com- 
merce in Paris, was one of the speak- 
ers at a dinner given in London by the 
British Chamber of Commerce after 
the American delegates had returned to 
London from Paris. His toast was in 
response to “Our American Guests,” 
proposed by Sir Stanley Machin, presi- 
dent, and seconded by Lord Desborough. 
More than a hundred American dele- 
gates attended the organization meet- 
ing in Paris and five nations were rep- 
resented at the meetings. Mr. Coffin 
recommends the organization to the 
support of American business bodies. 

* * - 

Thomas W. Russell, member of the 
Hartford firm of Allen, Russell & Allen, 
insurance agents, and formerly fuel ad- 
ministrator of Connecticut, is being 
groomed by the Republican party as a 
candidate for representative from West 
Hartford in the State Genera] Assembly. 
He has taken an active part in Hart- 
ford politics for several years and has 
held numerous local positions. The late 
Thomas W. Russell, father of Mr. Rus- 
sell, was at one time president of the 
Connecticut General Life, and the latter 
has been president of the Connecticut 
Life Underwriters’ Association. 

* + * 

Judge Alexander W. Chambliss, vice- 
president of the Provident Life & Ac- 
cident, Chattanooga, and incidentally, 
Mayor of Chattanooga, is away for a 
month in Europe. 

4 a * ae 

Louis Wirth, a representative of the 
Cincinnati Agency of the Home Life for 
the past ten years, was recently elected 
chairman of the Supreme Executive 
Committee of United Commercial Trav- 
eters of America, Mr. Wirth has been 
Secretary of Cincinnati Council No. 2 
since May 5, 1888, having recently been 
elected for the 33rd time—each ballot 
during the entire period being unani- 
mous. The membership of the Order 
is 98,000. 

* * * 

Count de Torz, a representative of 
the Pan-American Life in Cuba, is 
spending a vacation with Manager J. T. 
Bruton, of Havana, in the States. 

* * * 


David Rumsey, New York insurance 
lawyer, is in Europe. He will return in 
October. 


Walter E. Schram, who has been a 
member of the staff of The Eastern 
Underwriter for several years, will go 
with “The Weekly Underwriter” on Oc- 
tober 1. Mr. Schram has had a long 
experience in insurance journalism, 
both in this city and Chicago; has a 
large personal acquaintance in the 
business, especially with casualty and 
automobile insurance men; and is an 
efficient newspaper man, 





SIGOURNEY MELLOR 





Sigourney Mellor, of 149 Broadway, 
New York, one of the best known in- 
surance men in town, and former sec- 
retary of the Life Underwriters’ Asso- 
ciation of New York, has taken into 
partnership Rowland Fisher Mellor, his 
brother, and Philler Lee. R. F. Mellor 
is a graduate of the University of 
Pennsylvania, who began his business 
career with the Philadelphia Trust Co. 
In 1914 he went with Mellor & Allen, 
and was a successful producer from 
the start. He joined the Johns Hop- 
kins Unit, serving abroad for twenty- 
two months. Returning to life insur- 
ance he produced $750,000 from March, 
1919 to March, 1920. Philler Lee, be- 
fore going into insurance was with a 
large bond house. During the war he 
was a senior lieutenant in the navy, 
serving two years. Upon leaving the 
service he became an agent, and has 
rolled up a good volume of business. 
Recently, Sigourney Mellor opened an 
office in Philadelphia and both his New 
York and Philadelphia offices are suc- 
cessful. 

cx £ 

B. B. Weaver, assistant secretary of 
the National Union Fire Insurance 
Company of Pittsburgh, was a visitor 
in New York this week. 

* * «6 


William H. Drapier, of the National 
Surety, has returned from South Amer- 
ica. 

ACCIDENTALLY SHOT 

Charles B. Schaefer, manager of the 
fire department of the Ream-Wrightson 
Company, was struck in both legs by 
a’ rifle bullet while shooting ducks on 
a lake near Hackensack, N. J. He 
was near the United Stutes Naval 
camp at the time of the accident, and 
it is thought the bullet came from that 

direction, 
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Fire Insurance Department 








Women Own Much 
Insurance Stock 


HOLD IT IN HIGHEST ESTEEM 





Once in Possession Will Not Give It 
Up; Majority of Continental’s 
Stockholders Women 


The number of women who own stock 
in fire insurance companies is gradually 
growing until with some companies 
there are actually more women stock- 
holders than there are men. The rea- 


son for this is that when a woman owns 
stock in a successful fire insurance 
company she will not part with it until 
absolutely necessary. One of the Com- 
pany Officials said this week to The 
Eastern Underwriter: 

“There is no more attractive stock 
in the opinion of women than owner- 
ship of fire insurance shares in com- 
panies of the first rank. They see these 
companies forging ahead through all 
kinds of stormy financial weather and 
conflagrations, the stock continually en- 
hancing in value. A man whose invest- 
ments are good dies, and he leaves to 
his estate shares in one or more good 
fire insurance companies. Some of the 
stock goes to the sons; some to the 
daughters. Young men will often cash 
in on their insurance company stock 
when they need some money, but a 
woman rarely does so. It was good 
enough for her father; it is good enough 
for her. 

“Recently, interests dominating a large 
fire insurance company, bought the 
stock of another old company, and 
stockholders were advised how they 
could buy shares in the company pur- 
chased. For days after the announce- 
ment to stockholders women came into 
the office of the parent company; ex- 
plained that they owned one or two or 
ten or twenty shares in the old com- 
pany and wanted to know how many 
shares they were entitled to buy in the 
new company as they had so much con- 
fidence in the management they wanted 
to go along with it in the new venture. 
Many of the women came to New York 
from homes in New England.” 

Of stockholders of the Continental 
to name one company—sixty-two per 
cent are women, 








FIELD MEN’S LUNCH 
The September luncheon of the New 
Jersey Special Agents’ Association will 
be held in Newark on Monday. 





CHINATOWN PROPERTY SOLD 

The Globe & Rutgers has sold the 
group of four-story buildings at Mott 
and Worth streets, facing Chatham 
Square, New York. 


Office Exhibits At 
Des Moines Meeting 


———e 


BEING GATHERED BY GIBERSON 





To Show Latest Office Forms, Corres- 
pondence and Collection Letters 
and Advertising Matter 





One of the features at the convention 
of the National Association of Insur- 
ance Agents to be held in October in 


Des Moines will be an exhibit of office 
appliances, which is now being gathered 
from agents by J. A. Giberson, of the 
Giberson Insurance Agency, Alton, TIl. 
This is to be an educational adjunct 
which will be of great value to agents 
looking for new ideas. Insurance agents 
are receiving this letter from Mr. Giber- 
son: 

“The National Officers believe that an 
exhibition of office forms, systems, col- 
lection letters and advertising matter 
would be of interest to the agents at- 
tending the National Convention at Des 
Moines. 

“A special room has been assigned 
and the obtaining of the material to be 
shown has been put in my charge. I 
am, therefore, going to ask you to ar- 
range a sample of all material you use 
and send to me at once. Please ar- 
range the package so that the supplies 
are not creased. In other words, leave 
them in their present form if possible. 

“IT would appreciate it if you would 
pass this letter to any other agents in 
your city or to anyone that you know 
of who have any special forms or good 
advertising matter. 

“Please realize that this display is to 
be arranged from an educational stand- 
point entirely and I would like to have 
your firm name either printed or 
stamped on each piece of material so 
that agents seeing anything that might 
appeal to them will know to whom to 
write to obtain samples.” 


OPENS IN MORRISTOWN 





W. C. Thompson, After Quarter of a 
Century With Frank & DuBois, 


After twenty-four years with Frank 
& DuBois, W. C. Thompson has opened 
an insurance agency in Morristown, 
N. J. Mr. Thompson has been acting 
as assistant placer for Frank & DuBois 
and was practically in charge of New 
Jersey business. He has a number of 
good fire companies among which are 
the Assurance of America, British 
America, Commercial Union, North 
America, Niagara, North River, Penn- 
sylvania, Sun and Western. He will 
add to these one or more casualty com- 
panies. 














THE 
MARINE AND FIRE 
INSURANCE COMPANY, Limited 








UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 


._ THE AUTOMOBILE=—> 


INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000 , 


ASSETS 


$11,022,207.23 


LIABILITIES, EXCEPT CAPITAL 


$6,966,656.56 


SURPLUS TO POLICYHOLDERS 


$4,055,550.67 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 


Automobiles, Aircraft, Fleaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 


Personal Effects Floaters, Parcel Post, Tourists’ Baggage. 


Affiliated with 


ETNA LIFE INSURANCE CO. 
ETNA CASUALTY & SURETY CO. 

















1841 





Hsurance (0. 


OF NEW HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 

















LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 


New Jersey Insurance Co. of Newark 
ONE LIBERTY STREET, 
Telephones: John 68-64-65 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. 
Commonwealth Ins. Co. of N. Y. 
United British Ins. Co., Léd. of Lo 
New Jersey Ins. Co. of New Jersey 
Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia. Assce. Corp. of Londos 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 


NEW YORK CITY 


Firemen’s Ins. Co. of New Jersey 
Globe & — Insurance 














80 MAIDEN LANE, NEW YORK 











Telephones: Main 6870-6871-6872 
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Honor System Keeps 
Rates Up in Hawaii 


KEEP 





NO ATTEMPT TO CHECK 





Sugar, the Big Business, Controlled By 
Five Leading Agents; Not Much 
for Outsiders 





Although no stamping office is main- 
tained in Hawaii and no check is made 
on rates or coverage there is a strict 
adherence by al! agencies to advisory 
rates, and no rate cutting at all. 

This is the interesting condition 
found in Hawaii by J. H. Bridgeford, 
the veteran insurance agent who is vis- 
iting the island. In a letter about in- 
surance conditions there, published by 
the “Underwriters’ Report,” he sizes 
up the situation as follows: 

“Sugar is the big business over here 
and this line is owned and controlled 
by the ‘big five’ who write their own 
insurance, and agencies not connected 
with this interest secure their business 
from the mercantile houses and dwell- 
ing districts, occasionally ‘biting off’ 
some surplus lines for which there is 
not sufficient coverage in companies 
represented by the ‘big five.’ However, 
some of the outside agencies are doing 
a considerab'e volume of business— 
one over $100,000 in premiums—includ- 
ing casualty and automobile business. 
The loss ratio on these islands has 
been 7 per cent for the past five-year 
period and 10 per cent for the last ten- 
year period. The largest contributing 
cause to this small loss ratio appears 
to be the almost complete absence of 
moral hazard, and another’ feature 
affecting in some degree the loss ratio 
is the absence of defective flues, as no 
such thing as heating of buildings is 
known on these islands, and flues or 
chimneys are seldom geen in_ resi- 
dences. . 

“But litt’e use and occupancy insur- 
ance is written in this territory and no 
rents or profits, but owing to the fact 


that labor has been organized and in- 
structed in the methods of the I. W. W., 
including sabotage, many sugar grow- 
ers are seeking protection under riot 
and civil commotion coverage, and this 
will doubtless produce an increased 
volume of premiums as well as loss 
ratio. 

“Agencies are held generally by 
reputable, responsible business men 
who safeguard their companies’ inter- 
ests as scrupulously as if they were 
paying the losses, and in this respect 








A Seasonable Suggestion 
TOURIST BAGGAGE INSURANCE 


We believe in having things in season, but Tourist insurance 
with its broad coverage is something that you should 


the business does not appear to require 
the supervision so necessary in the 
States. Losses where a small amount 
is involved are generally adjusted by 
the agent—the larger ones by Mr. Froi- 
seth, manager of the rating bureau.” 


recommend to your clients to carry by the year. 


SPRINGFIELD 


Fire & Marine Insurance Co. 
SPRINGFIELD, MASSACHUSETTS 





COOLIDGE TO TALK 


Mutuals’ Meeting in Boston This Month 
Will Be Addressed by Massa- 








chusetts Governor 





The mutuals are to have their annual 








convention in Boston from September 
13 to 17, headquarters at the Copley- 
Plaza, and moré than three hundred 
representatives are expected. On the 
reception committee are Lincoln R. 
Welch, president of the Fitchburg; A. 
W. Campbell, secretary of the United 


INCORPORATED 1868 
1920 


1868 pan pa 
Che Standard Hive Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


Mutual; and B. S. Flagg, president of 

the Merrimack. An enjoyable enter- TOTAL pre - - - - ———. 

tainment program, including a boat ride TOTAL LIA 4 é = ’ 7,154.95 
NET SURPLUS - ~ - ~ ~ 601,697.67 


down the harbor, a banquet and auto 
mobile rides is scheduled. Different 
phases of fire, automobile, tornado and 


O. J. PRIOR, President W. M. CROZER, Secretary 




















hail insurance will be discussed at bust- 
ness sessions; and an address is ex- 
pected from Governor Coolidge. 


SUFFOLK MEETING POSTPONED 

The Suffolk County Board of Fire 
Underwriters has postponed its annual 
dinner to September 22. The change 
was made necessary by the Western 
Union meeting at New London, Con- 
necticut, September, 14. The Long Is- 
land organization always has a rattling 
good time at its meetings and Messrs. 
Bagshaw, Murphy and Edwards, of the 
committee, are sparing no pains to keep 
the 1920 gathering up to the mark. 


ADMITTED TO MICHIGAN 

The Baltimore American Insurance 
Company has been admitted to Michi- 
gan, and General Agent Culp has ap- 
pointed Bierce & Sage Company, a lead- 
ing agency of Detroit, to represent the 
company in that territory. The com- 
pany is now doing business in Massa- 
chusetts, Connecticut, New York, New 
Jersey, Pennsylvania, the District of 
Columbia, Ohio, Illinois and Michigan. 


WILMINGTON SITUATION 

The Fire Department situation in 
Wilmington, Delaware, has returned to 
practically normal. The city has come 
to an agreement with the five volunteer 
companies that refused to renew their 
contracts. The one company that dis- 
continued service some time ago has 
not renewed its agreement. 
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The Columbia Insurance Co. 
New Jersey 


F. H. CAUTY, Manager 





COLUMBIA 


Or, Take Collision— 


Of course, it was the other fellow’s fault—a noisy 
ill-mannered individual who should have looked out 
for you—but who pays for your car? Mr. Agent, tell 
your client that the specialized automobile depart- 
ment of the Columbia and its associated company, the 
Union Marine, will pay—pay like a government bond. 









The Union Marine Insurance Co. 
Liverpool 


CARROLL E. ROBB, Manager, 


Automobile Department 






27 WILLIAM ST., New York City 
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Automobile Field 
Expanding in Cuba 


FAVOR SMALL PASSENGER CARS 








Island Rolling in Money; Few German 
or English Cars; Repair 
Shops Poor 





Companies prepared to write automo- 
bile insurance lines in Cuba should find 
considerable encouragement in the 
views of trade conditions there as ex- 
pressed by Automotive Industries. In 
a recent issue that magazine says: 

Expansion of American trade with 
Cuba in automotive products has been 
predicted by Director Roy S. MacElwee 
of the United States Bureau of Foreign 
and Domestic Commerce, who recently 
returned to Washington after an in- 
quiry into commercial relations with 
the neighboring republic. Because of 
the unusual prosperity of the Cuban 
people, there has been a heavy demand 
for motor vehicles. The Government 
official believes that Americans could 
establish and maintain profitable sales 
agencies, especially where repair shops 
are installed. 

Director MacElwee declared that the 
Cubans have manifested quickened in- 
terest in motor transportation since 
the price of sugar products advanced. 
Extravagance continues to grow until 
the authorities are at a loss as to 
methods to curb the heavy expendi- 
tures. Any type of motor vehicle cap- 
able of operation brings fabulous 
prices. principally because port con- 
gestion prohibits prompt delivery of 
new cars. 

“Havana would be broken down to- 
day from a transportation standpoint, 
if it were not for the large number of 
American cars which are in constant 
use,” the Director stated. “The one- 
way streets in the o!d city proper are 
extremely narrow. Thus, we find that 
the small passenger cars are, at pres- 
ent, ruling favorites. Expensive makes, 


especially cars having elaborately de- 
signed bodies, have been growing in 
popularity as the wealth of the citizens 
increased. A few German cars will yet 
be found. English manufacturers have 
little or no market in Havana, 

“The development of the new suburb 
Veado has created a heavy demand for 
automobiles. Garage space is at a pre- 
mium. Repair shops are hopelessly 
inadequate in numbers. The natives, 
flushed with money, insist upon re- 
making the bodies, particularly chang- 
ing the design of the hoods.” 

According to the Federal official, the 
highways of Cuba have not kept pace 
with the development of the automo- 
bile trade. It is a popular custom for 
the people to pay five cents for a seat 
at a plaza near Morro Castle, where a 
perpetual automobile show is in prog- 
ress. The thoroughfare is the only 
good road and an endless stream of 
motor vehicles passes in review. 

Progressive planters have pressed 
motor trucks into service to bring their 
products to the markets. Heavy trucks 
have been much in demand for short- 
hauls in the provinces. Light trucks 
are used principa'ly in the cities. 

Director MacElwee declared that the 
cost of living in Havana would prohibit 
the Department of Commerce from 
maintaining a trade commissioner 
there. He believes that an improve- 
ment in port conditions would stimu- 
late a demand for American automo- 
tive products. 


$125,000 FERTILIZER LOSS 

Fire in the fertilizer factory of Wash- 
ington, Alexander & Cooke, of Charles- 
ton, W. Va., on August 30 caused a total 
loss on the building, machinery and 
stock approximating $125,000. Wash- 
ington, Alexander & Cooke are also in- 
surance agents in Charleston. 








BROOKLYN APPOINTMENT 
The Columbian National Insurance 
Company of Detroit has appointed E. T. 
Jenkins its agent for the western dis- 
trict of Brooklyn. 





158 Pearl Street 


American Equitable Assur. Co. 
Bankers & Shippers 

Delaware Underwriters 

Eagle, Star & British Dominions 








9 INCORPORATED 
INSURANCE AND REAL ESTATE 


Offer facilities for writing large lines in Buffalo, N. Y., terri- 
tory, including INSPECTION and ENGINEERING SERVICE. 


We are agents for 


Phenix of Paris 


General Agents Erie and Niagara Counties For 
Norwich Union Indemnity Co. 


Buffalo, N. Y. 


London & Lancashire 
Merchants & Traders 
Norwich Union 

New Jersey 











HOPE TO STOP THEFTS 

A rigid personal investigation and 
card index system is being maintained 
for 15,000 employes of 400 New York 
Stock Exchange and bond brokerage 
firms in the financial district, to wipe 
out conditions which have encouraged 
an epidemic of abscondings and em- 
bezzlements. 


INSURED AGAINST KIDNAPPING 
_ What is said to be the first kidnap- 
ping policy ever issued by an American 
insurance company was delivered a 
few days ago to B. Frank Wood, presi- 
dent of an oil company in Muskogee, 
Okla. The policy is for $15,000, and 
insures his three daughters from kid- 
napping, each being insured for $5,000. 








Eastern Underwriter. 








Inspectors Wanted— Young men for company inspec- | 
tions of improved risks; should have some experience 
in rating or inspection work; excellent opportunity for 
advancement. State fully in first letter education, ex- 
perience, and salary expected. Address Box 80, c/o The 
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Ballard, Greene-Smith 
Corporation 


EARLE C. SMITH, Inc. 


01 MAIDEN LANE, NEW YORK 






































GENERAL AGENTS 





Inland Marine Insurance 
Underwriters 


‘WITH SPECIAL EQUIPMENT FOR ARRANGING 


“Port of New York” 


HULL INSPECTIONS, 


Central National Fire Ins. Co. 
of Des Moines, lowa 





States of New York, New Jersey, Penna. and Maryland 





GENERAL OFFICES: 
51 Maiden Lane 


NEW YORK CITY 


METROPOLITAN OFFICE: ! 


49 Maiden Lane 
DAMAGE SURVEYS AND LOSS ADJUSTMENTS 
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Charles A, Hexamer ey this will ptt coach x Soe STRENGTH INTEGRITY SERVICE 


On Rising Values 
STATEMENT GIVEN NEWSPAPER 





How Business Men Have Suffered By 
Reason of Neglecting Cost 
Feature 





In the Philadelphia “Evening Ledger” 
Charles A. Hexamer, secretary of the 
Philadelphia Fire Underwriters’ Asso- 
ciation, prints some worthwhile in- 
formation about rising insurance values. 
He says: 

In other words, the business man 
who is not cognizant of the change in 
values due to changing conditions, or, 
being so, does not act upon it, is likely 
to find himself, instead of being cov- 
ered by insurance, facing a large finan- 
cia] loss, if he should be unfortunate 
enough to have his establishment 
burned, 

The underwriters’ association and in- 
surance brokers, individually have con- 
stantly warned business men of these 
changing conditions and just how they 
were reflected in fire insurance liabil- 
ity, and yet many of them have failed 
to heed. Either they do not realize 
their risk, or else they prefer to take 
it rather than pay heavier premiums. 

I can remember two comparatively 
recent cases where just such neglect 
cost two prominent business men heav- 
ily. One of them had a loss of more 
than $200,000 and the other lost, over 
and above the insurance which he col- 
lected, about $187,000. 

Advances and Insurance 

Values have more than trebled in 
the last ten years and they have 
doubled since the war. A well-known 
builder tells me that the cost of con- 
structing buildings has advanced 60 per 
cent during the last year. All these 
advances reflect themselves propor- 
tionately in the insurance, 

Fire insurance must be based on re- 
placement value. In other words, if a 
man insured his building and stock for 
$100,000 a few years ago, in order to 
be covered it would be necessary for 
him at least to double his insurance in 
the intervening period. 

According to the law, in order to 
avoid any discrimination in rates, it is 
necessary to figure on 80 per cent of 
the total value of the property to be 
insured as a basis for computing rates. 
In cases of blanket insurance, this is 
raised to 90 per cent. 

Now it is not obligatory for the busi- 
ness man to insure for 80 per cent as 
the co-insurance plan requires, but this 
must be regarded as a standard ratio. 
He may insure for a smaller _ per- 
centage, but, of course, would be 
charged at a higher rate than the 
standard amount, or if he chooses to 
insure for the full 100 per cent his 
rate is decreased, 

The way values are changing these 
days, the average business man should 
keep in pretty close touch with his in- 
surance broker if he would be on the 
safe side and avoid possible loss. 

Merchants Taking Risks 

The bait which makes many busi- 
ness men gamble with heavy loss is 
the feeling that values will decline 
later and their insurance rates will 
then be smaller. Those conditions 
could be met when they arrived, but, 
in the meantime, the man so gambling 
is taking a heavy chance. 

Many business men who were hold- 
ing gbods for higher prices, particular- 
ly. ran this risk. Another thing which 
has aggravated this condition has been 
the transportation situation, which has 
held many goods in warehouses when 
they should be on their way to their 
ultimate consumers. Many others 
have been awaiting developments in 
the fall and have been holding off 
changing their insurance rates. 

Indications are that our premiums 
will increase about 10 per cent during 
the present year, which will mean a 
premium total of $12,000,000. So far this 
year this city has had a total loss by 





ions by the end of the year. 

The loss of insurance companies then 
has been 50 per cent of their pre- 
miums. The expense ratio of the fire 
insurance business is about 40 per cent. 
Fifty per cent of the balance must be 
reserved as a sinking fund for loss by 
conflagrations, which will leave just 5 
per cent dividend for the stockholders. 

The average loss ratio by fire in this 





city is about 40 per cent, so that this - H. VREELAND 

year has been slightly above normal. AssistantBManager JAMES E. DETWSTER, Mer. 
vgn gl ame ot $1.60, while this iit gs ban eg SERVICE TO AGENTS 

it , : : wee : . omobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, E 

year her per capita cost, figuring on a Works in Harmony with American Agency Principles aod Peeaten” — 








2,000,000 population will be about $3. 
There has been a 54 per cent in- 

crease in fire premium receipts in New 

York in the last six months, while here peaciaar seni 

there has been about a 10 per cent in- LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 

crease. This is due largely to accumu- AND CUBA 


lution of values and the transportation 

Ps L c i . 

situation E. F. FLINDELL 
It is an interesting fact that the pre- { N S U R A N Cc E 


Merchants Must Be Watchful 
miums of the metropolitan district of 
New York city are equivalent to the 
1 LIBERTY STREET Telephone John 2612 NEW YORK 


premiums of the entire state of Penn- 








sylvania. Philadelphia’s premiums 

amount to about one-third that of the LOCAL OFFICES 

state. The loss ratio of the state has JERSEY CITY, N. J. BROOKLYN 

been about 40 per cent of the pre- Montgomery St. 153 Remsen oy - ee ee 


miums. Tel. 216 Montgomery Tel. 2504 Main Tel berry 
If business men, however, become pulbcadons: 


alive to the necessity of watching 
changing values more closely and in- 














suring in proportion, they will not be 
likely to have such unexpectedly large HERBE RT BU XTON 
losses. If they do not, the loss will be 92 WILLIAM ST., N. Y. CITY 
entirely their own, because they them- : o aNe Ee 
selves, and not the insurance com- JOHN 34% 
panies, will be liable. Issues the Most Attractive i 
But the pity of it is that many of pone Policy in 2 Nen-Ceaference 
them will be taking this risk not volun- 








tarily, but involuntarily, and without 
full knowledge of the risks which the | 


changing conditions are imposing on 2 
them. Binders Effected on Risks Anywhere in the U. S. & Canada 
Phone John 4613 


METER 10S GREER BERNHARD JNSURANCE AGENCY 


There are 7,904,271 motor vehicles 


















now in use in the United States. This 43 Cedar 

is a gain of over a million and a half New Ton tile 1 ne. 8t., 

since the registration figures of July y Jersey City, N. J. 

1919 were taken. There is now a car Agricultural Ins. Co. of Watertown Nationale of Paris Fireman’s Fund 

for each 13.52 persons in the country. Atlas Assurance Co. Rhode Island Insura 

Ohio leads. The increase in each state — nce Co. Home Fire & Marine | 

is: 

oo) 102,174 Florida .. 18,520 

Penna, ... 98,162 Wash. .... 18,342 

Illinois ... 95,947 Rhode Is.. 17,888 a 

Iowa ..... 85,682 Mississippi 17,601 aie Just say: 

Michigan . 178,366 Alabama . 17,384 Ves 66 

California. 71,593 Louisiana. 15,847 - a ance 
an — 


Wisconsin. 67,962 Conn. .... 15,350 
Minnesota. 66,328 Arkansas. 13,624 
Missouri . 56,994 Idaho .... 10,543 
Oklahoma. 656,699 Maine .... 8,127 
Indiana .. 66,308 Tenn. .... 6,774 
NewJersey 50,495 Utah ..... 6,501 
New York. 49,330 Arizona .. 5,505 
Terese .... 208 D. of C... 5,401 
Kansas .. 47,863 Vermont . 4,542 
North Car. 43,525 New H... 4,185 
Nebraska. 29,130 No. Dak. . 3,938 
West Va.. 25,069 N. Mex.... 3,425 
Oregon ... 24,516 Wyoming. 3,050 


the open sesame 
to every courtesy 
within our power. 





ROVAL 


INSURANCE 








Pahio. 





Room with de- 
tached bath $1.50 
and $2.00 


er how Private bath $2.50 


) BR EVOORT Hotel 





Colorado . 23,592 Delaware. 2,400 I Head a. 
Mass. .... 23,195 Nevada .. 1,230 nsurance Headquarters 
Virginia .. 23,000 Maryland . 110 THE LEADING FIRE COMPANY MADISON ST.—East of LaSalle 
So. Dak. . 22,600 Montana CHICAGO 

Georgia .. 21,675 (decrease) 1,820 OF THE WORLD LAURENCE R. ADAMS, Sec’y & Mgr. 


South Car. 21,562 ciate 
Kentucky. 18,806 Total ...1,508,398 

















LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 
307 FOURTH, AVENUE PITTSBURGH, PA. 








“PHILADELPHIA 


ADEQUATE | CLARENCE A. KROUSE & CO. | SATISFACTION 
LOCAL AND GENERAL AGENTS SERVICE 

325 W. 
ALL LINES arene et ALL LINES 
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UurPance Co.,Ltd. 
OF LIVERPOOL, ENGLAND. 





= 















































—— FIRE EXPLOSION—WAR USE AND OCCUPANCY 
== LIGHTNING RIOT and CIVIL SPRINKLER LEAKAGE 
—— OCEAN MARINE COMMOTION COMMISSIONS 

== INLAND MARINE MOTOR BOAT RAILROAD 

== TORNADO TOURIST FLOATER PROFITS 

— VESSEL POSTAL INSURANCE RENT 

== NEW YORK OFFICE a , CHICAGO OFFICE 

=== 80 William Street Insurance Exchange 

Bg gt tg ey W. P. ROBERTSON, Manager 

== ROBT. H. WILLIAMS, Secreta "ee ee ee 

== T. A. WEED, Assistant wont wed E. E. WELLS, Agency Superintendent 

=—— ' NEW ORLEANS OFFICE SAN FRANCISCO OFFICE 

= Corner Carondelet and Common Streets 444 California Street 

‘== CLARENCE F. LOW, Manager THOS. H. ANDERSON, Mar on r 

== _-~—SCv=~‘<J. G. PEPPER, Asst. Manager GEO. F. GUERRAZ, Asst. Mat 
! a R. H. COLCOCK, Jr., Dep. Asst. Manager LOGAN B. CHANDLER, Dep. = st. Mar 
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Policy Comparison 
Shows Weak Points 


AGENTS SHOULD STUDY FORMS 








Contract is What is Sold; Knowledge 
of Exact Terms Useful in 
Competition 


For the assistance of agents who may 
be struggling with- mutua' automobile 
competition the Maryland Casualty has 
prepared a comparison of a mutual pol- 
icy with that of the Maryland. The 
mutual policy used in the comparison 
is one that came to the attention of the 
Marvland writer but it should be borne 
in mind that all mutual policies are not 
alike; some may be much better than 
the one used in this comparison and 
others not so good. What the Mary- 
land has done for its agents in prepar- 
ing this material may be done by any 
other agent who will take the time to 
study the policy form and any mutual 
or other company whose competition 
is troublesome. What the Maryland 
says in its comparison is presented as 
follows: 

An automobile policy of a mutual 
company has come to our attention, but 
it is impossible to understand why it 
should be called insurance, To begin 
with, it. contains the following clause: 

“In consideration of the Application, 
and of the stipulations and warranties 
hereinafter mentioned, and of ($...... 
ee ee paid as a 
premium deposit, and of the future pay- 
ment of assessed premiums does in- 
sure hereby the Assured.” 

Every agent. of course, knows that 
the “assessment” feature is one to be 
avoided. The assured holding this mu 
tual policy pays a definite sum and is 
further liable for assessments. If the 
loss experience should prove bad. the 
essured would be called upon to make 
this good by assessments. The definite 
sum in the Maryland policy is all that 
the policyholder has to pav. There are 
no future assessments. The Maryland 
policyho'der is neither liable to reim- 
burse the Company for a poor loss ex- 
perience nor for poor management. 

The mutual policy is a long and tedi- 
ous document; The Maryland's is sim- 
ple, definite and brief 

The most striking difference however 
comes under the paragraph in the mn- 
tual policy marked “Exclusions.” Some 
of the exclusions are as follows: 

This policy does not cover loss or damage 
suffered by the Assured, or liability created 
against him, if resulting or arising while «aid 
automobile is being used or maintained under 
any of the following conditions: 

(a) Loss through negligence of 
driver; 

(b) While the said automobile is being driven 
contrary to state or valid city laws, ordi- 
nances or regulations: 

(c) While being driven by any person pro 
hibited by law from driving the automo- 
bile. or by a person under the influence 
of liquors or drugs; ' 

(d) While being driven or operated by any 
person other than the Assured, or a mem- 
her of his immediate family, or his paid 
driver; 

(e) While beyond the boundaries of the Unit 
ed States of America, and while in 
Alaska; 

Loss through civil liability for the injury 

or death of any relative, by blood or mar 

riage, of the Assured while said relative 

is an occupant of said automobile. 
Negligence 

Let us examine the first exclusion 
which does not cover loss through neg- 
ligence of assured or driver. When 
liability. due to negligence has been 
removed, 99 per cent of the hazards 
has been removed. If there is no neg- 
ligence shown on the part of the driver, 
there can be no recovery. Thus, if the 
defendant should be found to have been 
looking another way and an accident 
was caused by this negligent act, the 
mutual company could repudiate its 
obligation. Yet every claim made or 
suit filed is based on the theory that 
there is negligence either of the owner 
(the assured) or driver. If there is 
no negligence shown on the part of the 
defendant, there can be no recovery. 
A policy that does not cover accidents 
due to “negligence of the assured” is 
very expensive at any price. 

Violation of Law 
The second exclusion states that the 


assured or 


(f 


policy does not cover loss or damage 
suffered while the “automobi'e is be- 
ing driven contrary to the state or valid 
city laws, ordinances or regulations.” 
It is needless to say that many acci- 
dents happen when the cars are ex- 
ceeding the speed limit as well as 
breaking other laws of city or state. 
The mutual policy does not cover 
where the driver was under the influ- 
ence of liquors or drugs. Many chauf- 
feurs cause accidents when driving un- 
cer such influence, and the assured had 
no knowledge of his employe’s condi- 
tion. The Maryland has covered acci- 
dents where the assured themselves 
were in such a condition, though later 


it became advisable to cancel after 
adjustment because of the additional 
hazard. 

The mutual po'icy does not cover 
loss or damage occurring while the 
automobile was being driven or op- 


erated by any person other than the 
Assured, or a member of his immediate 
family, or his paid driver. The Mary- 
land policy not only protects the as- 
sured from the liability of any driver, 
but is extended to protect the liability 
of the person operating with permis- 
sion, 

The policyholder in the Maryland 
could drive his automobile in Canada 
and be assured of the Mary'and protec. 
-tion. 

The Maryland policy makes no reser- 
vations concerning “loss or damage re- 
sulting directly or indirectly from in- 


vasion, insurrectien, war, riot, civil 
commotion, military or usurped pow- 
ers.” 


Protection of Relatives 

If there is any liability through an 
accident to any relative, by b'ood or 
marriage, of the assured, the latter is 
protected. The mutual does not cover 
the assured against any such relative 
while the latter is an occupant of his 
automobile. 

In another section of the policy we 
read this: 

Nor shall the Company be liable on this pol- 
icy if, at the time loss or damage occurs, or, 
the Assured’s liability is created, there be any 
other insurance, valid or invalid, covering the 
risks assumed by this policy, except such as 
is agreed to by the Company in writing. 

The Maryland is not willing “to let 
George do it” where there is concurrent 
insurance but assumes its pro rata 
share of the burden. 

It seems quite easy to get this mutual 
policy but a difficult matter to get rid 
of it. The mutual cancellation clause 
reads: 

This policy may be cancelled at any time at 
request of the Assured, but only in case he 
shall first fully pay all assessments levied 
against him, but the Assured shall not thereby 
become freed from payment of any assessment 
levied at any time for payment of a loss sus- 
tained prior to his request for such cancella- 
tion. The Company may cancel this policy at 
any time upon giving five days prior notice 
and refunding unearned payments. 

Comparison of the cancellation fea- 
ture of the Maryland policy is entirely 
in favor of the latter. It is easy to 
cancel and there is provision for the 
return of the unearned premiums 
where the assured elects to cancel. 

Warranties 

The mutual policyholder is obliged to 
make certain statements which he war- 
rants to be true. Any false statement, 
which may be innocently made, wou!d 
seem to void the policy. The Maryland 
requires no warranties. 

From the foregoing it is obvious that 
this mutual policy, even if the premium 
deposit were cheaper and there were 
no assessments made, is expensive for 
what is given. 


WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


Fire, Automobile, Explosion—Riots, Civil 
Commotions and Strikes—Marine 
and Tornado Insurance 
UNITED STATES BRANCH 
January 1, 1920 





DOE. i cercnsrwerscaensesteusiast $4,973,932.20 
Surplus in United States...... 1,900,899.75 
Total losses paid in United 


from 1874 to 1919 


States 
sievousqeonsensdnesd $46,673,033.35 


inclusive 
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Royal Exchange Assurance 


LONDON, ENGLAND 


United States Branch EVERARD C. STOKES 
92 William Street, New York United States Manager 




















London »° Lancashire 
Insurance Qo. Utd. 


OF LIVERPOOL, ENGLAND. 


























Caledonian Insurance Co. of Scotland 


TOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U.S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 
NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 














National Fire Insurance Company 


OF HARTFORD, CONN. 
Statement January 1, 1920, to New York Insurance Department 
LIABILITIES 
ELE IR OEE T ERT Oe OPT ee $2,000,000.00 
— ——_ - meet all Liabilities, Re-insurance Reserve, 
i cic ak aCe Reh goes heec0bebere seb esses ee esee I 0. . 
Unsettled Losses and Other Claims...............cccccececece ee 
Net Surplus over Capital and Liabilities....................... 6,057,578.23 


Total Assets January 1, 1920................$24,723,963.60 


H. A. Smith, President F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary 
G. H. Tryon, Vice-President 5S. T. Maxwell, Secretary F. B. Seymour, Treasurer 


SURPLUS TO POLICYHOLDERS...........$8,557,578.23 






































SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Phones John 1167, 1168 


100 William Street New York, N. Y. 


Excellent Facilities for Handling Suburban Business 


























INSURANCE CO., LTD. 
THE YORKSHIRE ©!" Sa 
Established 1824 
FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 
AND EXPLOSION INSURANCE 
FRANK & DUBOIS, United States Managers. ERNEST B. BOY 
nite es Managers. INE: 3 iti 
FRANK B. MARTIN, Asst. Manager. HARRY F. WANVIG- Bosneh one er. 
Assets, $2,144,572.6 Surplus, $1,023,469.75 
DEPARTMENT MANAGERS: 








METROPOLITAN ........+s00000.Willard S. Brown & Co. ....... New York, N. Y. 
PROIEEe COM  scccccccses saeces Ce TA ssvccccvesees iésonea San Francisco, Cal. 
CAROLINA-VIRGINIA .......... 7 eae Greensboro, N. C. 
SPU REMMRTII co csececceccecee DECRD. B TGS ce cvcccctsceces --Atlanta, Ga. 

LA. & MISSISSIPPI .......c000. ee ee aaa ew Orleans, La. 














NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE INSURANCE CO, OF PITTSBURGH, PA, 
ALLEMANNIA FIRE INSURANCE CoO. oF PITTSBURGH, PA. 
CAPITAL FIRE INSURANCE CO, OF CONCORD, N.H, 


CEORCIA HOME INSURANCE CO, OF COLUMBUS, GA. 
UNITEO AMERICAN INSURANCE GO, OF PITTSBURGH, PA. 
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Organized 1853 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 
Underwriting Capacity Second to None 


FIRE AND MARINE AND ALLIED BRANCHES OF 
INSURANCE 


Cash Capital $6,000,000 




















Baltimore Electrical 
Inspections Continue 


UNDERWRITERS MEN ARE BUSY 





State Commission Ruling in Court; 
Light Company Wants Insurance 
Men’s Certificate 





Most recent information from Balti- 
more is in effect that the State Public 
Service Commission may take more 
favorable action on electrical inspec- 
tions. The Commission ruled some 
time ago that the electric light com- 
pany has no power to enforce a regula- 
tion requiring its customers to obtain 
a certificate of inspection from the 
Association of Fire Underwriters be- 
fore connecting electrical installations. 

Up to last June the city authorities 
were making the electrical inspections 
but the Association of Fire Underwrit- 
ers was not. The electric light com- 
pany requested the Commission to grant 
it permission to select the Association 
of Fire Underwriters as its agent to 
inspect and approve electrical installa- 
tions before the introduction of current. 

The Association, early in May, 1920, 
enlarged its electrical department by 
the addition of ten electrical inspectors. 
These men were selected after careful 
examination as to character, exper- 
ience and practicability. None were se- 
lected who had an experience of less 
than eight to ten years as practical 
electricians. Reinspections of electrical 
equipments are being made throughout 
the city with the view, not of modern- 
izing equipments, but of correcting 
electrical defects and reducing the ab- 
normal life and fire hazard which the 
inspections so far made show to exist 
to a great extent and which condition 
is not denied by the city authorities. 
The work of organization is in the 
hands of Washington Devereux, presi- 
dent of the National Association of 
Electrical Inspectors. 

Last June the electric light company 
issued a notice to all users of electric 
current, to the effect that the company 
would require the certificate of the 
Association of Fire Underwriters as 
well as that of the city authorities. The 
power of the electric light company to 
enforce this rule was questioned and 
taken before the State Public Service 
Commission, which issued a ruling ad- 
verse to the company and the under- 
writers. This rule is to be taken before 
the courts and meanwhile, the Asso- 
ciation of Fire Underwriters is making 
inspections, but the electric light com- 
pany is deprived of the power to en- 
force its ruling of last June. 





FROM AGENCY TO FIELD 
J. Dallas Hobson has been made 
assistant special] agent for the American 
Eagle in the Middle Department. Mr. 
Hobson was formerly connected with 
Riall-Jackson Company, a Baltimore ag- 
ency. 


INSURANCE IN POLAND 


Considerable Coverage Being Placed in 
London; Rates Prevailing in 
Different Centers 


Considerable insurance has been ef- 
fected in London on goods in Danzig 
and places:in Poland. A large amount 
of merchandise has been shipped out 
and, owing to the unsettled conditions, 
merchants have not taken delivery, so 
that the goods are still at the risk of 
British shippers. At one time the rates 
were exceedingly high; but on the bet- 
ter reports available last week a good 
deal of business has been done at 2% 
per cent for three months on property 
in warehouse at Danzig. A week or 
two ago the rate was 2% per cent for 
one month. At Lodz the rates were 
much higher, and as much as 20 per 
cent was paid for one month’s risk 
last week, while it was impossible to 
cover anything at Warsaw at all. Un- 
favorable news from Mesopotamia also 
caused inquiries for war risks. Last 
week 5 per cent was paid for three 
months on goods in warehouse at Bag- 
dad, but the rate this week has ad- 
vanced to 10 guineas per cent for one 
month. At Basra underwriters are ask- 
ing 2% per cent for three months. 


INDIA COMPANY ENTERS 

The Alpha General Insurance Com- 
pany, Limited, of Calcutta, India, has 
entered the United States for the trans- 
action of fire re-insurance. The Com- 
pany is one of the most prominent fire 
companies of India. It has a subscribed 
capital of $4,312,500 and capital paid in 
of $1,078,125. The Company has de- 
posited in the United States $750,000. 

Fester, Fothergill & Hartung, of 123 
William Street, New York, will repre- 
sent the Company as United States 
manager and the Bankers Trust Com- 
pany as United States trustee. The 
Company has received its certificate of 
authority from the State of New York. 
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Phillips Holds Out 
for State Control 


BAR TO SOCIALISTIC PLANS 





Wide Range of Subjects Discussed By 
Insurance Officials at Interesting 
Convention 





During a largely attended meeting 
which opened in Los Angeles Septem- 
ber 1, the National Convention of In- 
surance Commissioners urged, through 
its committee on examinations, that 
there be more co-operation from all de- 
partments, with a view to reducing the 
cost of examinations to companies. 
Superintendent Harty, of Missouri, and 
Commissioner Darst, of West Virginia, 
were strongly in favor of this. 

The committee on laws and legisla- 
tion reported no action on the uniform 
mutual bill because of lack of agree- 
ment. 

Discussion of uniform forms and ag- 
ents’ qualifications and licenses went 
over to the December meeting. 

The workmen's compensation com- 
mittee recommended standardizing 
regional bureaus to enforce rates and 
rules and for the encouragement of ac- 
cident prevention. A resolution to this 
effect was carried. 

Another resolution favors uniform 
classification of new lines of insurance, 
as suggested by Actuary Phillips, of 
Minnesota, and offered by Commissioner 
Hobbs, of Massachusetts. 

Commissioner Hardison, of Massachu- 
setts, read a paper on the development 
of compensation rating and supervision 
in which he emphasized lack of faith 
in state funds. He held that greater 
uniformity is needed in compensation 
rating and supervision, but that condi- 
tions are improving steadily. 

Commissioner Mansfield, of Connecti- 
cut, said that if federal supervision 
could be uniform and efficient, it might 
be the best for the companies. Super- 
intendent Phillips, of New York, main- 
tained that effective state supervision 
is a barrier against state ownership of 
insurance. 

President Brown’s Address 


In his annual address, President 
Joseph G. Brown commented on the 
disappearance of antagonism between 
insurance companies and state depart- 
ments. He noted the probable increase 
in moral hazard in fire insurance, owing 
to falling values and urged the issuance 
of one comprehensive report on insur- 
ance companies by all the states, in- 
stead of so much printing by each. 

The exchange of audits of insurance 
company statements among the depart- 
ments was recommended; also uniform 
fees and taxes. 

Speaking on commissions of fire ag- 
ents, President Brown advanced the 
idea that agents’ qualification laws will 
reduce the number of agents and make 
the returns to individuals adequate. He 
favored contingent commissions and dis- 
approved bank agencies. 

Praise was accorded the extension of 
American insurance abroad through the 
marine syndicates and through the 
American Foreign Insurance Associa- 
tion. 

President Brown expressed hope that 
American insurance enterprise would 
not be strangled by overtaxation. 


Automobile Liability 


Commissioner Clarence W. Hobbs, of 
Massachusetts, spoke at length on auto- 
mobile liability conditions. He has a 
poor opinion of list price as a factor in 
rating, considering it of doubtful justi- 
fication except on the ground that it is 
easy to apply and a “convenient method 
for the extraction of premiums.” 

Speaking of fleet rates he said: “If it 
seems proper to allow fleet rates at all, 
it would seem a case wherein the aid of 
the legislative power might properly be 
invoked, either to establish definite 
rules as to what constitutes a fleet and 
the limits in which fleet rates should 
be allowed, or to permit the establish- 


ment of arbitrary standards subject to 
departmental approval.” 

With respect to full coverage, Com- 
missioner Hobbs declared: “It is entire- 
ly tenable to hold that automobile in- 
surance igs sufficiently important and 
distinctive to recognize as a separate 
branch, and instead of making the over- 
lapping separation that at present ex- 
ists, allow either a fire and marine com- 
pany, or a casualty company, to write 
the entir@ coverage.” 

On unlimited cover the position taken 
was that some exceptions have already 
been made to the ten per cent rule and 
it is perhaps worth considering 
whether a further exception is justified 
and moreover, as to whether there is 
sufficient demand for policies of this 
description to warrant making excep- 
tion. 

Continuing, the commissioner said: 
“Automobile liability insurance today 
is in a position which may seriously af- 
fect its future, owing to the appalling 
extent of automobile casualties and the 
totally inadequate redress for persons 
injured. Neither of these could be laid 
at the door of insurance companies. 
Nevertheless, they stand in a position 
where they may easily bear the first 
burden of unwise and impractical leg- 
islative remedies. The best remedy for 
accidents arising from the negligence 
of an operator lies in adequate laws 
covering the operation of automobiles 
and their rigorous enforcement. 

“A new class of legislation was sug- 
gested along lines of workmen’s com- 
pensation acts evolving a liability to 
pay a rated compensation regardless of 
fault, either in lieu of common law lia- 
bility or as an alternative thereto. This 
proposed legislation is only tentative 
and presents intricate legal questions.” 

Reciprocals 

Actuary H. L. Phillips, of Minnesota, 
placed before the commissioners elab- 
orate statistics showing the marvelous 
growth of various lines. He deplored the 
lack of uniformity in laws and believes 
that all companies of the same class 
should be permitted to write the same 
lines of business in every state. 

Deputy Commissioner Appleton, of 
New York, declared that insurance car- 
riers should be encouraged to meet the 
demands of the public in all lines. 

Commissioner Fairchild, of Colorado, 
read a paper on reciprocals, criticizing 
the operations of many of them. He 
warned against their destructive effect 
upon the American agency system and 
suggested a bond for attorneys-in-fact, 
to cover not only responsibility for 
money handled but the proper conduct 
of the business. 

Commissioner Ramey, of Kentucky, 
told of his tribulations with irrespons- 
ible interinsurers and Superintendent 
Travis, of Kansas, said he would ask 
for legislation to give him the same 
powers with respect to reciprocals as 
he now has over fire companies. 

Superintendent Harty, of Missouri, 
did not agree with many of Commis- 
sioner Fairchild’s criticisms and sug- 
gested a special committee to study 
the subject. He wished to get it away 
from the committee on laws and legisla- 
tion. Mr. Hobbs was for correcting 
some of the present state laws rather 
than the enactment of a uniform Dill. 
He asked for more financial control. 

The report of the committee on val- 
uations by Superintendent Phillips, of 
New York, was approved. No move is 
now recommended, as actual market 
values are below 1919 committee valua- 
tions. The usual procedure will be fol- 
lowed. 

Commissioner Keating, of Maryland, 
asked for uniform policies and practices 
for automobile liability and suggested a 
standard policy. 

Colonel James R. Young, of North 
Carolina, presented a historical review 
of state supervision and its develop- 
ment. In the course of his address he 
said: 

“All insurance laws should be as uni- 
form as possible, but adapted to the 
Constitution and general laws of each 
state as well as the customs and ideas 
of the people. Co-operation and agree- 
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ment on uniform laws serve a fine pur- 
pose and are very advantageous. They 
are more apt to embody the right prin- 
ciples, easier to enact in the different 
States, easier to enforce and can be ob- 
served by the companies with less 
trouble and cost. Besides, where not 
enacted in some States because of the 
opposition from prejudice or some in- 
fluential class of companies, they are 
yet effective, for they must be observed 
in the other States where they have be- 
come law. 

“One decided drawback to supervi- 
sion is the length of service of supervis- 
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ing officials. Rotation seems to be the 
rule. Time is hardly given for the most 
talented official to get acquainted with 
his duties, much less really learn the 
business. Too often the short tenure 
of office and small salaries make the 
position unattractive, though it is gen- 
erally looked upon as an Office of honor, 
responsibility, and usefulness.” 





W. Stanley Barrett, Inc., is the name 
of a new corporation in Providence, 
with $50,000 capital, which will do an 
insurance business. 
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Columbia Course 
in Fire Insurance 





EIGHT SUBJECTS ARE TREATED 





Begins With Basic Principles and Ends 
With Re-insurance; R. H. 
Blanchard Lecturer 





Ra'ph H. Blanchard is instructor in 
the fire insurance course of the Colum- 
bia University business school. Class- 
es are from 5.50 until 7.30 p. m. The 
following topical outline indicates the 
scope of the course: 


I. Basic-Principles of Insurance, Ef- 


fect of risk on business. The 
theory of probability. Applica- 
tion to fire insurance. Elimina- 


tion of risk. Distribution of loss. 

. The Fire Insurance Contract. The 
development of the _ contract. 
Principles of interpretation. New 
York Standard Policy. Explana- 
tion of causes, their meaning and 
basis, Important special clauses 
attached to general form. Lead- 
ing court cases interpreting the 
contract, 

-Fire Insurance Organizations. 
Stock companies. Mutual asso- 
ciations. Lloyds associations. 
Methods. Purposes. Relative 
importance. 

IV. Fire Prevention. 
fire-retarding construction. Auto- 
matic sprinklers. Other protec- 
tive devices. Tests of preventive 
appliances, 

V. Fire Insurance Rating. Universal 
Mercantile Schedule. Special 
schedules. Dean Analytic Sched- 


a 
a 


II 
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Fire-proof and 


ule. Proposed systems. 

VI. Underwriters’ Associations. Or- 
ganization. Purposes. Results. 

VII. Adjustments. Methods, Co-insur- 
ance. Contribution. 

VIII. Re-insurance. Necessity for. 
Methods. Probable future devel- 
opment, 


NEW ORGANIZATION FORMED 





Insurance Commissioners Who Are 
Fire Marshals Break With Old 
Association 





The National Convention of Fire 
Marshals was formed ag an adjunct to 
the National Convention of Insurance 
Commissioners during the Commis- 
sioners’ meeting at Beverly Hills, Cal. 
The new organization was formed by 
those insurance commissioners who 
are also fire marshals. These have all 
resigned from the Fire Marshals Asso- 
ciation of North America because that 
organization would not place any in- 
surance commissioners on committees 
and because it insisted upon meeting in 
Los Angeles in November whereas the 
insurance commissioners were a'ready 
on the Pacific Coast in September. It 
is also charged that the old organiza- 
tion is controlled too much by insur- 
ance companies. 

Officers were elected for the new or- 
ganization as follows: President, W. N. 
Van Camp, South Dakota; vice-presi- 
dent John S. Horan, West Virginia; 
secretary-treasurer, Joseph Button, Vir- 
ginia, 
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REVENUE RULINGS 





Sums Recovered Under Use and Occu 
pancy Policy; Represent Income; 
Dividends on Property 





The Bureau of Internal Revenue has 
made the following rulings of interest 
to fire insurance men: 

Section 213 (a), Article 31: What in- 
cluded in gross income. 


The M Company in 1919, had a fire 
in its plant which necessitated shutting 
down for a day. The company has re- 
covered under a use and occupancy pol- 
icy of insurance the sum of x dollars 
as compensation for the loss of use of 
its factory. 

Held, that sums recovered under such 
a policy are nothing more than com- 
pensation for the loss of anticipated 
profits, and whether such sums are less 
than, equal to, or in excess of such 
anticipated profits for the period of 
non-use, they nevertheless represent in- 
come within the meaning of that term 
as used in the Revenue Act of 1918. 

The amount of premiums paid on in- 
surance of this character is properly de- 
ductible as a business expense. 

Section 201, Article 1544: Dividends 
paid in property. 

The M Insurance Company issues cer- 
tificates of profit based upon premiums 
received on marked-off risks of the 
previous year. These certificates ma- 
ture in six years and are subject to the 
future losses and expenses of the com- 
pany until redeemed and may be re- 
duced by the board of trustees in the 
case of losses and expenses in any sub- 
sequent year exceeding the estimated 
profits of that year. Interest is pay- 
able annually upon the face value of the 
certificates. 

Held, that the certificates are in the 
nature of scrip dividends in accord- 
ance with article 1544 of Regulations 
45, and are taxable at the rate for the 
year in which declared or issued to the 
extent that they represent undistributed 
earnings or accumulated profits. Inas- 
much as they are affected by the gains 
or losses of the company during their 
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maturing period, the amount of such 
gain or loss should be accounted for 
in the taxable year in which the certifi- 
cates mature or are redeemed. 

The amount of interest annually pay- 
able on these certificates is taxable in- 
come for the year in which it is re- 
ceived. 
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| have discovered the following high- 
ly interesting slogan in an insurance 
company's advertisement: 

“Insurance Without Agents Is a Dis- 
tinct Public Service.” 

Ths remark, like Mark Twain's ref- 
erence to his own demise, is “important 
if true.” I notice, however, that this 
insurance company places quotation 
marks about the lines, which of course 
to a degree takes the curse off the 
statement of an individual only. 

“Will the gentlemen who have taken 
out insurance without the suggestion of 
an agent, and of their own free will and 
accord, kindly stand up? 

“Thank you; I thought there were not 
many of you.” 

Curiously, those things in life which 
are of the most value often require 
the most effort to put across. 

Insurance without agents, religion 
without the clergy, and justice without 
judges,—wouldn’t that be a great state 
of affairs! 

There are a million (more or less) 
widows in this country, to say nothing 
of orphans and aged mothers, who owe 
a very considerable debt to the persist- 
ent and insistent solicitation efforts of 
insurance agents. 

There are a million (more or less) 
business houses and individuals in this 
country, whose losses from casualties of 
all kinds have been made good by rea- 
son of the applications for policies 
which they signed at the earnest solici- 
tation of insurance agents. 

And mark this. It is probably true 
that the founders and officers of the 
insurance company aforesaid got to- 
gether in the first stages of the game 
and at least solicited each other for 
the sake of “starting things,” and it is 
well within the bounds of reason to 
expect that in addition they did a little 
more “gum-shoe solicitation” in their 
efforts to make their organization large 
enough to brag about, and now they 
have the nerve to come forward and 
state the misstatement that “Insurance 
Without Agents Is a Distinct Public 
Service.” As the French say, “It is to 
laugh.” 

As a matter of fact, their advertise- 
ment in a magazine is just as much in 
the nature of a business-getting effort 
as is the sincere, personal work of an 
insurance agent, and probably costs 
not far from the same amount to con- 
duct 

Perhaps the officers of this insurance 
company can put this idea of theirs 
across without personal sales effort, 
but they evidently can’t do it without 
spending money for sales effort, which 
is where the joke comes in if the whole 
subject wasn’t a sad one. 

While I have not yet passed away, I 
have a “hunch” that a conscientious in- 
surance agent can help in many other 
ways besides that of writing the risk; 
at least, he can call on me occasionally 
and interrupt my process of inertia and 
occasionally get me to increase the 


z#mount which will finally accrue to my 
estate, and this all by itself is very 
much worth while and proper. 

In the course of forty-six years of 
strenuous business activity I have met 
with personal accidents, had my prop- 
erty burn up, employes injured, thefts 
put over on me, and wheels taken off 
my automobile, as the result of the 
carelessness and stupidity of others, 
and, being a reasonably intelligent and 
forehanded individual, | have been en- 
titled to present my just claims to a re- 
liable insurance company and they have 
stood within the breach and given me, 
without quibble or equivocation, the 
fair treatment to which I have been en- 
titled; and all of these good things have 
been the result of my giving time and 
attention to the personal solicitation of 
the conscientious and hard-working in- 
surance agent, 

If we are all going to embrace the 
good things of life and buy the things 
we need without visitations from con- 
scientious aposties who help to point 
out the way, why, that is what we are 
going to do, but not in this generation 
or the next; and it is well within the 
realms of reason to state that our great 
grandchildren will participate in ad- 
vantages first brought to their attention 
and then sold to them by individual 
workers and “agents” in the vineyards 
of insurance, commerce, investments 
and religion. 

And if these things are not so, why, 
then I am mistaken, that’s all. 

As for myself, I welcome at all times 
agents, salesmen, and others who have 
a message. 

I realize that there are savage tribes 
whose pleasant custom it is to put to 
death strangers from other shores, and 
I am told that in certain parts of China 
new suggestions are not looked upon 
with ‘favor; still I am of the opinion 
that the man who considers solicitors 
“public nuisances” is a person whose 
intelligence is no greater than a wise 
man would expect it to be, and the paid 
hireling at the gate who stops all 
strangers and asks them for the coun- 
tersign occasionally makes mistakes 
which it takes the Big Boss a long time 
to recover from and adjust. 

Moreover, the Big Boss who refuses to 
see anybody is really a Little Boss and 
the chances are that while he may be 
able to scare his office force to death, 
he in turn gets chased around his own 
house by a small woman with freckles 
and red hair. 

So here endeth the first lesson. 


Mt... jy ni Nraeha,_ 





A. G. ROSE DEAD 


Alexander G. Rose, for many years a 
fire insurance man in Milwaukee, died 
August 28. He had been connected 
with the Commerce of Albany since 
1865. 
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Automobile Fire Re-Insurance 
REAM, WRIGHTSON & CO., Inc. 


NEW YORK 


WM. B. CLARK, President 


101 Years of Service 
Losses Paid over $183,000,000 
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Fime Insu@ance Co 


Sipe. 


(PENNSYLVANIA STANDARD) 
' JANUARY 1, 1920 


Cash Capital ° . Le ea $1,000,000 
| Premium Reserve - . « - 3,622,274 
| Surplus to Policyholders -  - 1,954,749 — 
| 2; Aseete ro 8 a a = 


Agents writing Fire, Tornado, Rent, 
_Business Interruption, Leasehold, 
Profit, Sprinkler Leakage, Explosion 
and Riot Insurance, also Automobiles 
against Fire, Theft, Collision and Prop- 
erty Damage, find the NATIONAL 
UNION a valuable acquisition. Faith- 
ful service and surprisingly good facil- 
ities are accorded as a matter of course. | 
For enterprising agents it is a good 
' Company by every test that counts. 
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NORWEGIAN ATLAS INS. CO., Ltd. 


WEMPLE & COMPANY, Inc. 
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What Automobile 
Bumper Tests Show 


FASTENINGS DETERMINE VALUE 





Work of Underwriters Explained; 
Allowances for Non-approval 
Appliances Discouraged 





In the belief that members may not 
fully appreciate the significance of 
Underwriters’ Laboratories’ tests of 
bumpers, the National Automobile Con- 
ference describes in the following the 
test methods and _ results’ so. far 
achieved. 

“When Laboratories began to make 
these tests it was found that, generally 
speaking, bumpers had not been de- 
signed from an engineering viewpoint, 
or especia'ly for effectiveness in mini- 
mizing damage resultant from collision. 
Evidently appearance and ease of ap- 
plication were given first considera- 
tion, although various’ extravagant 
claims were made regarding the pro- 
tection afforded. After much experi- 
ment by Laboratories’ engineers the 
following method of testing was adopt- 
ed: 


“The bumper to be tested is mounted 
upon a stripped chassis frame which, in 
turn, is rigidly bolted to a concrete 
floor. A number of types of frames 
are employed, depending upon the de- 
sign of the automobile for which the 
particular bumper under test is intend- 
ed. A short length of 24 inch pipe 
filled with concrete and weighing 650 
Ibs. is hung from a 62 ft. suspension 
directly in front of the midd'e of the 
bumper as a pendulum would be, and 
when everything is set for the test this 
weight is retracted 21 ft. from the ver- 
tical and released, striking the bumper 
in the center. This impact corre- 
sponds to an automobile weighing 4,000 
tbs., traveling at the rate of 4 miles 
an hour, crashing into a telegraph pole 
or similar object. The reason for 
striking the bumper in the center 
rather than at the ends or along its en- 
tire face is that at this point the bump- 
er is most likely to fail. 

“In this way some 250 bumpers have 
been tested, and a goodly number of 
these have successfully withstood such 
impacts. 

What Causes Failures 
“The greater number of failures has 


been due to one or more of three 
things: 
“First, the slipping of the attach- 


ments rearward, permitting damage to, 


headlights, fenders and radiators. 

“Second, fracture of the attachments, 
causing complete destruction at the 
front end of the automobile. 

“Third, the spreading of the frame 
horns which every adjuster knows 
makes a very expensive repair job, 
and one which cannot be successfully 
done by the average repair man. 

“In their tests Laboratories’ engi- 
neers have found that on the average 
automobile the bumper can be_ bent 
rearward a distance of 19 to 21 inches 
before damage is done to the radiator. 

“An outstanding feature of this test 
work is that the effectiveness of the 
bumper cannot be determined in ad- 
vance from a casual inspection of its ap- 
pearance on the automobile, particu- 
larly because its effectiveness is almost 
altogether dependent upon the secur- 


ity of its fastenings, an item which 
cannot be judged except by actual tests 
of similar samples. 

Importance of Attachments 

“The reason that some bumpers are 
approved for certain automobiles only 
is that the attachments are designed 
for those automobiles. and failures in 
test have resulted when the same make 
of bumper was attached to other makes 
of automobile. 

“After careful! consideration of the 
foregoing paragraphs, you should be 
convinced that the tests are not over 
severe, and are such that any recos- 
nized bumper should stand up under 
them. The initial failure of a bumper 
to withstand the tests does not perma- 
nently disqualify a manufacturer, for 
the failure is carefully gone into, and 
a greater portion of the manufacturers 
have evidenced a willingness to re-de- 
sign their product in order to meet the 
test requirements. We believe this fact 
a’one merits a concerted effort by all 
members to the end that only approved 
devices are allowed the credits obtain- 
able under Conference rules, but to em- 
phasize the need for such effort, mem- 
bers should recognize their obligations 
to those manufacturers of bumpers 
who have co-operated in submitting 
their devices for test, remembering 
that it was at the request of the Con- 
ference that all bumper manufacturers 
were invited to submit their product 
to the Underwriters’ Laboratories for 
test and approval. ad 


Ww. V. SPRINKLERED RISKS 

Under a new rule adopted by the 
West Virginia Inspection Bureau, op- 
erated in conjunction with the Ohio 
bureau at Columbus, reports covering 
sprinklered risks published subsequent 
to August 1, 1920, contain a file num- 
ber on both the right and the left hand 
upper corner. This information has 
just been sent out from the Columbus 
office. These fi'e numbers, says the 
notice, are the same as those used by 
the Western Factory Insurance Asso- 
ciation of Chicago on its West Virginia 
rcports. All reports published by the 
West Virginia bureau in the future, 
covering risks equipped with automatic 
sprinklers, will bear the W. F. I. .A. 
file number as well as the Bureau’s re- 
port number, this being done at the 
request of a number of interested com- 
panies, 








Insurance Company 


GreatAmerican 


New Pork 


INCORPORATED - 1872 


Western Department 


WALTER H. SAGE, Gen’! Mar. 
INGRAM & LERCH, Managers 


Boston Office 
ROGERS & HOWES, Managers 





| 1 Liberty Square, Boston, Mass. 


76 West Monroe St., Chicago, Il. 


PAID FOR LOSSES 


$112,397,573.17 
STATEMENT JANUARY 1,1920 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


17,191,390 


NET SURPLU 


11,010,376. 5 I 
33,201,678.88 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3lst, 1919 


Since January Ist the Capital Stock of the 
Company has been increased to $10,000,000. 


The Company now owns 


$10,000,000 U.S. Government Liberty Loan Bonds. 
Home Office, One Liberty Street 
New York City 


2.37 


Pacific Department 


GEORGE H. TYSON, Gen'l Agent 


210 Sansome Street 
San Francisco, California 
Marine Department 


WM. H. McGEKE & CO., Gen’! Agts 
15 William Street, New York City 











National Liberty | 


INSURANCE COMPANY 
OF AMERICA 


(ncoiporated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1920 


Cash Capital ....... $ 1,000,000.00 
eae 10,748,246.37 
Liabilities, including 
ere 7,638,598.39 
Net Surplus ........ 3,109,647.98 


Surplus to Policy 
Holders ........... 4,109,647.98 


HEAD OFFICE 
709-717 SIXTH AVENUE, Cor. 4ist Street, 
NEW YORK 




















Greater Capacity for Local Agents 





80 Maiden Lane 
NEW YORE 


901 Ford Bldg. 
DETROIT DULUT 





302 West Superior St. 
H 


Use our unlimited capacity and wide experience for placing additional lines 
of insurance beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British 
Companies maintaining United States deposits. 
binders given. 


MARSH & MCLENNAN 


Insurance Exchange 
CHICAGO 


1615 California St. 
DENVER 


Immediate telegraphic 


114 Sansome St. 
SAN FRANCISCO 


263 St. James St. 
MONTREAL 


107 8. Fifth St. 
MINNEAPOLIS 


23 Leadenhall St. 
LONDON 


The Best there is in Insurance Service 











95 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 





CRUM & FORSTER 


GENERAL AGENTS 


United States Underwriters’ Policy, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 


NEW YORK CITY 
The North River Ins. Co., N. Y. 


Union Fire Ins. Co., Buffalo, N: Y. 


San Francisco, California 











211th YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 


PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 


BRITISH AMERICA 


ASSURANCE CO. 
Incorporated 1833 
Toronto, Canada 


Fire, Automobile, Explosion—Riots, Civil 
Commotions and Strikes 


Statement, January 1, 1920 


ASSO ccccccccasceccccoseseenecesé $2,297 350.46 
Liabilities ...ccccccccvcsccesocces 1,517,850.59 
Surplus in United States....... $ 779,499.87 


Total Losses Paid in United 
States from 1874 to 1919, 
SROTEMEUE «du cvdccotancvesunebed $26,935,071.80 


W. B. MEIKLE, Pres. & Gen. Mgr. 
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Limit Writings On 
Shipments to Cuba 
UNDERWRITERS TAKE ACTION 


Continuance of Havana Port Conges- 
tion Renders Retrenchment Essen- 
tial; Docks Still Unavailable 


Since the investigation of conditions 
relative to the serious congestion of 
freight at the port of Havana, Cuba, 
several underwriters in the local market 
have decided to cease writing further 
covers on cargo shipments consigned to 
that port unless the vessels carrying 
them have available docking space. The 
majority of vessels entering Havana are 
of the tramp type and must take their 
chances on unleading, hence this action 
by the underwriters means necessarily 
that they will cover only the well known 
steamers plying regularly between New 
York, Havana, and other southern ports. 

Several weeks ago American repre- 
sentatives of trade associations and ma- 
rine underwriting bodies went to Hav- 
ana to study the situation and to sug- 
gest means, if possible, whereby some 
of the uncovered docks could be cleared 
of the immense quantities of cargo 
piled upon them to make room for 
scores of vessels now awaiting dockage 
facilities. Many of these steamers and 
schooners have been anchored in the 
harbor for weeks and even months, with 
resultant loss to the ship-owners and to 
the owners of the cargo on board. The 
Cuban authorities welcomed the co-op- 
eration of these officials, but little con- 
structive progress has been made in 
this short time due to the immensity 
of the problem and to the opposition 
from labor unions. 

It was suggested first that steamers 
with goods for Havana should land 
their cargoes at other ports where the 
docks and railroads were not taxed be- 
yond their capacity. However, this at- 
tempt was frustrated when the long: 
shoremen's union announced that no 
cargo consigned for Havana and the 
immediate vicinity would be unloaded 
at any other port. This and other 
stumbling blocks which are making the 
task of relieving the congestion ex- 
tremely difficult, have caused the ma- 
rine underwriters to take steps to pro- 
tect their interests. With affairs as 
they are Havana is one of the worst 
ports on this side of the Atlantic and 
the underwriters who accept risks on 
Cuban goods without giving careful at- 
tention to the chances of the steamer 
arriving on, or about on, time are ex- 
posing their companies to unnecessary 
hazards. 


THE DISSATISFIED BROKERS 





Commission Reductions and More Uni- 
form Rates Not Wholly to the 
Brokers’ Likings 





Ever since the syndicates established 
practically standard rates for hulls in 
the New York market and reduced the 
brokerage commissions to five per cent, 
certain brokers have complained stead- 
ily about the injustices inflicted upon 
thems Formerly they used to secure 
large accounts by promising to return 
part of their commissions, yet still re- 
tain enough to yield themselves a hand- 
some profit. Today the possible margin 
used for rebating is nearly eliminated 
and the brokers must employ other tac- 
tics to corral hull business. They per- 
sist in appearing before individual] un- 
derwriters, for example, and try to 
argue them into accepting fleets at 
rates shaved off slightly from the level 
fixed by the Syndicates, but apparently 
without appreciable success. 

The time is past when broker A told 


underwriter B that underwriter C was 

writing lines on a certain fleet for al- That Trade Weapon— 
most nothing and so hypnotically in- 

duce underwriter B to take a line at the M I 

quoted rate or even less. Or when that arine nsurance 
artifice failed there previously remained 





Marine insurance is more than protection against loss of vessel 








always the all-enveloping European Pr 2 E : 
markets, but even over there the bar- or cargo. It is more than an instrument of credit to speed the 
gain counters are fewer and farther be- transfer of funds. It is a formidable trade weapon. As such it 
tween. No wonder the ng aren't serves either to protect or to cut off America’s foreign trade, 
ee an perma depending upon whether it is wielded by American or foreign 
On the other hand, the brokers are control. 

indebted to the Syndicates. The latter As stated by Dr. Huebner, Expert on Insurance to the U. S. 
provide a single office where they may Shipping Board: “The ; A labili . eee 

cier thelr eative Batts Without chee Shipping Board: “The availability of marine insurance as a 
ping around the Street and placing national commercial weapon cannot be overemphasized, and 
only small lines at each agency or with- seems not to have been recognized in this country. Emphasis 
out having to cable Europe to dispose should be given to the importance of the possession of a strong 
of the coverage the local market would Ss EGR: AAT IE . “weRaghe 2a . ° a & 
not accept. Someday, perhaps, under- marine insurance institution as a source of national profit and 
writers and brokers may really dis- independence, and a powerful weapon for acquiring and con- 
cover some common interest which will trolling important channels of foreign trade. 


serve to bring them into closer and én . : : ° ‘ 
more harmonious relationships. ‘The new era that is being ushered in will witness interna- 
tional trade rivalry unsurpassed for keenness. In this contest 


marine insurance is bound to play an important role. Should 


STREET WORE ACTIVE this country continue to be a laggard in strengthening and 
Vieible Inerence of Business; Bulk fer broadening its protective facilities it may justly be regarded 
Offices Which Still Offer Full as guilty of dissipating a rich opportunity.” 
Protection > . 
ia Dr. Huebner’s booklet gives facts and figures of 
Underwriters report a perceptible in- value to American business men. Write for it. 
crease in the volume and spread of " 
business during the last fortnight. Not The Washington Marine Insurance 
only are the larger lines coming in with 
more rapidity than during the dull per- Company of New York 
iod of mid-summer, but a greater num- 
ber of small foreign traders are offer- MARINE and AUTOMOBILE INSURANCE 
ing their applications in the market. Home Office, 51 Beaver Street, New York 


Indications point, therefore, according 
to the consensus of underwriting 
opinion, to a more favorable market 














than has been apparent so far this year. 
And this statement is made in face of 





the general belief that America’s for- -—~ 
eign trade will fall off slowly, in terms 
of dollars during the forthcoming year. 














Losses are not as heavy on the average ‘he - — = Sn 
as they were in 1919 and the number of ee 
bad total losses is considerably smaller. Northern Underwriting Agency 


Whereas the risks offered last year INCORPORATED 
tended to flow into all the offices on » 


the street in proportion to the under- MARINE INSURANCE 


writing facilities of the various com- 


panies, they now are brought to those GENERAL AGENT 


agencies which still write full and com- 


plete protection against all hazards. HUDSON INSURANCE COMPANY 


Only a half dozen, or even less, of the of New York 

marine offices are writing full theft and 

pilferage, leakage, and breakage covers JEFFERSON INSURANCE COMPANY 
today and fully 75 per cent of the ship- of Pennsylvania 


ments must be covered against one or LIBERTY MARINE INSURANCE COMPANY 


more of these hazards. Naturally, the 


underwriters who write the frills, of New York 
which later cause the bulk of losses, 
are going to get the marine covers also, NORTH ATLANTIC JNSURANCE COMPANY 


and those offices which are more par- 


ticular are losing a lot of the special NORWEGIAN ATLAS INSURANCE COo., LTD. 


risk business. One rarely sees a broker of Christiania 

in certain offices which have closed 

down entirely on the non-marine risks 56 BEAVER STREET 311 CALIFORNIA STREET 
but they get the premiums from the New York San Francisco 














open policies. = 








Cable Address: NORMARINE Telephone: BROAD 3268, 3266 


NORWEGIAN MARINE- & TRANSPORT- INSURANCE CO.’S 
FOREIGN BRANCH, LTD. 


MARINE INSURANCE 


U. S. MAMAGER :—P. A, KJEVE GENERAL AGENTS:- TALBOT, BIRD & CO. 


SO BEAVER STREET NEW YORK 
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Irish Move Against 
British Insurance 


PUBLISHES 





“WORLD” STORY 





“All-American Brokers, Ine.,” Tell 
Plans to Newspaper; Jeremiah 
O’Leary Active in Scheme 





Insurance men read with consider- 
able interest this week a story in the 
New York “World” to the effect that 
Irish sympathizers in this country have 
started a movement to induce Amer- 
icans to stop placing insurance in Brit- 
ish Companies. The story follows: 

A movement has been started by 
Irish sympathizers in this city to in- 
duce Americans to withdraw their in- 
surance from British-controlled com- 
panies and replace it in American com- 
panies. It was begun less than two 
months ago, under the name “All-Amer- 
ican Brokers, Inc.,” in a sma'l two- 
room office at No. 207 West 34th 
Street. Its leaders have now estab- 
lished a branch in Brooklyn and de- 
clare they are planning to establish a 
branch in downtown Manhattan and 
agencies in every city in the United 
States. 

“For business reasons” heads of the 
enterprise refused to disclose the total 
amount of business transacted, but 
made the statement, and the observa- 
tion of a World reporter during a two- 
hour visit bore out the assertion, that 
the office was crowded from opening till 
closing time. 

Snatched $7,000.000 in Day 

Wednesday, it was asserted, the All- 
American Brokers, Inc., snatched $7,- 
000,000 in marine insurance alone from 
a British agency and promptly invested 
it in “a 100 per cent American firm,” 
and it was said there were few days 
on which less than $1.000 000 in policies 
fai'ed to pass through the All-American 
Brokers, Inc., into some one of sixty 
insurance companies which have abso- 
lutely no foreign interests. 

The office is on the same floor with 
the headquarters of the Sein Feiner, a 
new weekly magazine. Major Michael 
A. Kelly. World War veteran of the 
old 69th Regiment, is President of the 
All-American Brokers, Inc. Albert S. 
Feeley, an insurance man, is general 
manager and assistant to the President. 
James §. Kelly is vice-president; Hel- 
ena G. Kelly, treasurer, and John A. 
Hastings, secretary. 

A'though Jeremiah A. O’Leary, the 
Sinn Fein agitator, who was tried for 
treason because of his writings in his 
magazine, Bull, is not officially listed 
as a director in the company, he is an 
active worker, and. according to the 
admission of the leaders, “he has been 
of great assistance to us.” 

Jeremiah’s Brother Director 

O’Leary’s young brother Alexis” F. 
O’Leary, conspicuously heads the list 
of directors. Other members are Ber- 
nard A. O'Byrne, John A. Hastings, 
Archibald J. McHugh. Thos. A. O’Kellv, 
Helena G. Kelly, James S. Kelly, Mi- 
chael A. Kelly, John Martin and Albert 
Singman. Several of these served with 
distinction in the 69th Regiment, and 
Thomas A. O’Kellv was awarded the 
highest war decoration won by any 
American soldier, it was said. 

Mr. Hastings, the secretary, told a 
World reporter yesterday how the All- 
American Brokers, Inc., operates. Hast- 
ings is less than twenty-five years old. 

“Sir Hamar Greenwood, head of the 
British Board of Overseas Trade, as 
well as Chief Secretary of Ireland, has 
declared, ‘I am for friendly commercial 
invasion of the great American Repub- 
lic,” ” Mr. Hastings explained. 

“To which we reply, ‘We are for 
friendly commercial repulsion of the 
invader.’ 

“We have sixty trained speakers. 
They hold thirty-six open-air meetings 
every week in every section of New 
York. They address a total of 250,000 
persons. Then sixty more bureau work- 
ers circulate through the crowds with 
cards, 


“‘*Are you insured in a British com- 
pany?’ they ask. ‘If so, sign this card, 
and we'll see that you get into an Amer- 
ican company.’ 

Have List of Anti-British 

“In addition to that method we have 
a list of 58,000 citizens of American, 
Irish and German extraction, who have 
at various times signed petitions and 
protests against Great Britain, and we 
are engaged in canvassing these people 
with the same remarkably successful 
results.” 

While Mr. Hastings was speaking, 
one of the clerks entered his office with 
a letter from a woman who stated: 

“My five chi'dren and I are insured 
in a British company. I certainly am 
not going to allow my money to sup- 
port England’s ruthlessness in Ireland, 
so will you please send a representa- 
tive to see me, that I may insure my- 
self in a good American company?” 

Mr. Hastings related the following: 

“One of the representatives walked 
into the prosperous business establish- 
ment of an Irish-American woman on 
Third Avenue recently and asked her 
if she carried fire insurance on her 
stock. 

“*Ves,’ the woman replied. 

“Our agent then asked, ‘What com- 
pany insures you?’ 

“She replied, ‘I cannot remember the 
company, but my broker is a good Irish- 
man, a member of the Clan-na-Gael 
and, I think, one of its officers.’ 

“The agent asked, ‘May I see your 
policies?’ 

“The woman then went 
and drew out several policies, 
$35,000. 

“‘*Why,’ said the agent ‘do you know 
this is a British company?’ 

“*No,’ she answered; ‘I thought I 
was insured by a good American com- 
pany. I cannot believe that an Irish- 
man would do anything like that to me.’ 

“‘T want you to change my policies, 
and at once,’ said the woman 

“Well, you will lose 10 per cent of 
the commissions you have already paid,’ 
the agent told her. 

“*T don’t care what it costs me,’ the 
woman replied. ‘I don’t want to be 
insured by any British company.’ ” 

Many rebuffs have been received by 
agents of the Al'-American Brokers, 
Inc., when they sought support from 
various merchants. 


to her safe 
totalling 


INSURANCE IN ORIENT 





Japanese Succeed in Capturing Local 
Business Formerly Done By British 
Companies, Says Agent 





Agents writing insurance in local 
fie'ds of China and Japan are content 
with a remuneration of about 10 per 
cent on the premiums involved, accord- 
ing to Arthur M. Brown, member of the 
general agency firm of Edward Brown 
& Sons, who has returned from a five 
months’ visit to those countries, and 
has made a study of insurance there. 

In China and the Philippines, the 1o- 
cal agency work is done principally by 
foreigners, as the companies represent- 
ed there are mostly American. But in 
Japan conditions are different; the 
Japanese having driven practically all 
foreigners out of their country by the 
establishment of companies backed by 
Japanese money and management. A 
decade ago the English had almost a 
monopoly of this class of business but 
now most of them have left the coun- 
try. Owing to the absence of roads 
and consequent scarcity of automobiles, 
automobile insurance cuts a small fig- 
ure and, in consequence of low rates 
brought on by excessive compensation 
such business as there is is unprofit- 
able. 





John Marshall, Jr., vice-president of 
the Fireman’s Fund, has been appoint- 
ed a member of the committee on co- 
operation of the National Automobile 
Underwriters’ Conference to succeed 
President J. B. Levison of the Fire- 
man’s Fund. 





George Jordan of the marine depart- 
ment of the Fireman’s Fund is in Hav- 
ana, Cuba, on company business. 
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MARINE AND FIRE 
RE-INSURANCE 





ROBT. R. toe LAER, Inc. 


New York, Amsterdam, Copenhagen and Buenos Aires 


15 William Street ° ° ° ° New York 
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WM. H. McGEE & CO. 


MARINE UNDERWRITERS 
15 WILLIAM STREET, NEW YORK 


General Agents Marine Department U. S. Managers 
St. Paul Fire & Marine Insurance Co. . 
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Asks States to 
Aid U. S. Companies 


MEMORIAL TO COMMISSIONERS 
Chairman Benson, of Shipping Board, 
Sends Appeal to Convention of 
Supervisory Officials 





Aid for marine insurance as a na- 
tional institution is requested of the 
State Insurance Commissioners in a 
memorial sent to the national conven- 
tion in San Francisco by Admiral Ben- 
son, chairman of the Shipping Board, 
and Representative G. W. Edmonds, act- 
ing chairman of the sub-committee on 
Merchant Marine and Pisheries. The 
substance of the memorial is that the 
cost of insurance, as between American 
and foreign markets, is the vital ques- 
tion for solution in any attempt to estab- 
lish vigorous and permanent American 
marine insurance. 

A large part of the adverse cost, it 
is maintained, is due to artificial leg- 
islative restrictions in the United 
States and excessive taxation and leg- 
islative hindrances detract from the 
ability of American companies in 
meeting foreign competition. It is 
pointed out that marine underwriting 
is essentially international and _ sub- 
ject to foreign attacks. 

The Real Problem 

The recently organized American 
marine insurance syndicates are re- 
garded as representing only a partial 
solution of our problem. As stated in 
the memorial: “These syndicates must 
now be supported in a spirit of fair- 
ness. It is regrettable that, with a 
desire to go ahead, the American in- 
surance business of this country 
should find itself hampered by serious 
legislative disabilities. 

“The real problem of our companies 
will be to meet the cost of marine insur- 
ance in the foreign market. British com- 
panies, our main competitors, have en- 
joyed a lower cost of operation, are al- 
lowed and encouraged to co-operate 
freely, are permitted to write many 
kinds of insurance and are taxed only 
on their profits. American underwrit- 
ers have expressed to us a desire for 
similar treatment. They are anxious to 
go ahead and ask only that the road be 
cleared. The prospect of permanent 
success, however, seems very uncertain 
uniess existing legislative obstacles are 
removed.” 

The memorial expresses the hope that 
the Federal authorities may have the 
co-operation of the National Conven- 
tion of Insurance Commissioners, either 
as a whole or through any of its com- 
mittees or in any other way that may 
be suggested, with a view to effecting 
a mutual understanding of the problems 
involved. Six recommendations are sub- 
mitted for consideration to the conven- 
tion with a view to placing American 
underwriters on a parity with their for- 
eign competitors, namely, (1) enlarge- 
ment of the kinds of insurance which 
marine and fire marine companies may 
be permitted to write; (2) removal of 
excessive taxation and changing the 
system of taxing premiums to taxation 
on profits; (3) removal of unnecessary 
restrictions upon re-insurance; (4) 
greater liberality with respect to Amer- 
ican companies seeking to operate in 
foreign countries; (5) elimination of 
statutes forbidding American companies 
to co-operate, under proper regulations, 
through syndicates or other forms of 
association for the purpose of transact- 
ing a marine insurance and re-insur- 
ance business, and (6) revision of State 
insurance legislation, with particular 
reference to marine insurance, since, 
with scarcely an exception, State 
statutes applying to marine insurance 
have been drawn almost wholly with 
regard to the requirements of fire in- 
surance, 

Vital Importance of Marine Insurance 

In discussing the memorial Admiral 
Benson made the following statements: 

“I have repeatedly called attention to 


the vital importance of marine insur- 
ance to the successful operation of our 
merchant marine and the realization of 
our foreign trade opportunities. We 
must not overlook the fact that the serv- 
ice of marine insurance extends beyond 
the protection of property. For years 
our adversaries have used marine insur- 
ance as a competitive weapon to pre- 
empt leading lines of trade. It is also 
essential that this country should pos- 
sess adequate underwriting facilities 
in order that the commercial informa- 
tion may be properly safeguarded. 

“The recent marine insurance inves- 
tigation showed that American interests 
control only about one-third of the ma- 
rine insurance originating in the United 
States, and revealed a situation which 
could not be allowed to continue. Three 
American marine syndicates were there- 
fore formed at the instigation of the 
Committee on Merchant Marine and 
Fisheries, with the approval and co-op- 
eration of the Shipping Board, and were 
executed on behalf of the Government 
on June 28, 1920. These syndicates 
seemed the only available method for 
immediate improvement of existing 
conditions. They should now be sup- 
ported in the interest of the national 
welfare. But such support, as pointed 
out in the memorial, must come from 
the States, since under our dual system 
of government they exercise supervis- 
ory control over insurance. 

“Aside from the use of its influence 
in encouraging co-operation on the 
part of underwriters, the repeal of its 
1 per cent premium tax and the adop- 
tion of a model marine insurance law 
for the District of Columbia, the Fed- 
eral Government is helpless further to 
improve existing conditions. There 
can be no doubt that our national wel- 
fare requires conservative action on the 
part of several States at the earliest 
possible moment. With respect to ma- 
rine insurance, the national welfare now 
rests with the several States, and it is 
our hope that there will be a departure 
from the local viewpoint of the past, 
and that legislative requirements will 
be shaped with due regard to world 
practices and to the upbuilding of a 
strategic business.” 

EVEN PIANOS DISAPPEAR 

Not long ago a crated piano was 
shipped from a factory in this country 
to some one in Australia, and in due 
course of time arrived there. When 
the consignee opened the box he dis- 
covered his “piano” consisted of a pile 
of ordinary red house bricks, packed 
tightly in order not to rattle when the 
case’ was moved. The insurance com- 
pany which covered this shipment 
against theft paid the loss, but has 
been unable to find the thief. So clever- 
ly did he remove all traces of his job 
that when the crate was weighed on the 
wharf before being placed in the hold 
it tallied with the original weight. The 
piano was removed evidently while en 
route from the factory to the steamer. 
Underwriters are wondering to what 
limits thieves will go in their quests 
for goods when even bulky objects like 
pianos may disappear without causing 
suspicion. 

CALKINS ON NEW YORK LAW 

F. C. Calkins, of Jacksonville makes 
this comment on the New York State 
law, the passage of which caused so 
mvch comment in Eng'and: 

Our marine cousins seem to feel 
peeved over this, and so far are hold- 
ing out against the acceptance of busi- 
ness from American ports other than 
at Lloyds or in companies not licensed 
in the United States. We take it that 
the British are not averse to shutting 
down on American offerings at this 
particular time, especially on cargoes, 
as the market has been cut up and 
unsatisfactory for some time. We are 
quite interested in seeing whether the 
present attitude of the British marine 
underwriters wi'l force the rescinding 
of our laws or will result in some ar- 
rangement by American marine cor- 
porations to take care of business as 
offered. 
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An Interview With 
Page, of Syndicate A 


TALKS TO “NAUTICAL GAZETTE” 








Will Have Branch Offices in Principal 
Ports of U. S. and Agencies 
Throughout World 





A representative of “The Nautical 
Gazette” called on Charles R. Page, 
manager of Syndicate A, of the Amer- 
ican Marine Insurance Syndicates, and 
former member of the U. S. Shipping 
Board, this week, and here is what he 
wrote after the visit: 

“After dodging workmen, Office fur- 
nishers and removers in the still un- 
finished Kerr building, at 44 Beaver 
Street, a representative of The Nauti- 
cal Gazette reached the twelfth floor 
and found Charles R. Page. The spa- 
cious floor was bare save for one or 
two desks, at which sat Mr. Page and 
his assistants. 

“So far this twelfth floor of the Kerr 
Building is about the only outward and 
visible sign of something which will 
probably, and at a no distant date, loom 
very large in American merchant mar- 
ine affairs. For one of the secrets of 
success in ship operation is the organi- 
zation of effective subsidiary services 
and the organization of the American 
Marine Insurance Syndicates is a seri- 
ous and well thought-out attempt on 
the part of American shipping interests 
to create American counterparts of 
some of the vital services of British 
shipping. 

“These are the services which have 
to do with the insuring of ships’ hulls 
and such allied services as the report- 
ing and inspection of damaged vessels, 
adjustment of losses and the salvaging 
of wrecks. The work of insuring hulls, 
either the equity of the Shipping Board 
or that of private shipowners, or both, 
is temporarily in the hands of William 
H. McGee, senior partner of William H, 
McGee & Company, as chief under- 
writer. 

“Mr. Page explained that Syndicate 
A was only in process of organization. 
‘We have taken this entire floor,’ he 
said, ‘and are subletting a large part of 
it to the National Board of Marine Un- 
derwriters. This is a matter of con- 
venience to both of us. The work of 
Syndicate A consists in rendering serv- 
ice to American merchant vessels when 
in distress in any part of the world and 
also in performing periodical inspec- 


tions for the Shipping Board for ves- 
sels owned by the latter. 

“*When our organization has been 
perfected we shall have our headquar- 
ters here and necessarily we shall also 
have branch offices in the principal 
ports of the United States and agen- 
cies throughout the world, much as 
Lloyds’ underwriters have their agents 
scattered up and down and just as the 
London Salvage Association has its rep- 
resentatives and agents. If the Amer- 
ican merchant marine is to be prosper- 
ous this kind of service must be per- 
formed for vessel owners. 

“*While the United States Govern- 
ment has advanced one mi'lion dollars 
as working capital and has entered into 
a contract with the Syndicate for the 
performance of certain services to the 
Shipping Board at actual cost, the Syn- 
dicate is not in any sense a govern- 
mental agency. It is simply a step look- 
ing to the development of a permanent 
organization much like the London Sal- 
vage Association. The other Syndi- 
cates represent an effort to widen the 
American hull insurance market. In 
other words, they aim at an enlarge- 
ment of the American market through 
the co-operation of underwriters and 
the Government on the one hand and 
co-operation between the underwriters 
themselves on the other.’ 

“Mr. Page receives his visitors very 
courteously and added to his pleasant 
manner is the fact that he has had a 
wide experience in marine insurance 
and shipping. The general guess is 
that he will make a success of Syndi- 
cate A. Mr. Page was born in San 
Francisco in 1878 and is a son of the 
late Charles Page, leading Admiralty 
lawyer on the Pacific Coast. In fact 
Mr. Page comes of a family identified 
with Pacific Coast marine affairs for 
many years past. 

“After being graduated from Yale 
Mr. Page spent the first fifteen years 
of his business life in the Fireman’s 
Fund Insurance Company, of San Fran- 
cisco, having charge of the handling of 
ali the Company’s marine insurance 
losses. 

“From the Fireman’s Fund Mr. Page 
went in October, 1917, to the United 
States Shipping Board, and he re- 
mained a commissioner until May of 
last year. He then became treasurer 
of the Atlantic, West Indies and Gulf 
Steamship Lines as treasurer, trans- 
ferring later to the Lines’ subsidiary, 
the Clyde-Mallory Steamship Lines, as 
vice-president in charge of operations. 
From the latter Mr. Page resigned on 
July 1 of this year in order to become 
manager of Syndicate A.” 
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CASUALTY AND SURETY NEWS | 





Sun Contemplating 
Casualty Field Entry 


MAY BE DELAYED SOME TIME 





Company Already Writes Casualty 
Lines at Home; Name Known 
World Over 





Signs are not lacking that the Sun 
Insurance Office will before long join 
the procession of fire companies mak- 
ing their way into the casualty busi- 
ness, No official announcement has 
been made by the Sun but some of its 
agents are confidently looking forward 
to the time when they shall be able to 
offer their clients other lines, particu- 
larly full cover on automobile motor 
vehicles. Some agents say they have 
been assured of the connection they 
shall have when the casualty company 
gets under way. 

Just when the casualty adjunct will 
be in full operation is not known now 
but indications are that the Sun will 
not be far behind some of the others 
who have been mentioned from time 
to time as having under consideration 
p'ans for the organization of a casualty 
running mate. It is hardly likely that 
the project could get under way before 
the close of this year. The name “Sun 
Indemnity” would be a welcome one 
among insurance men, for the company 
would need no introduction. Sun Office 
history is closely interwoven into the 
fabric of fire insurance, where it has 
been ever since 1710, over 200 years 
ago. The name is a synonym of fair 
dealing in fire insurance throughout the 
world. The Sun operates in all the 
states and territories except New Mex- 
ico, Guam, Porto Rico, Hawaii and the 
Philippines. It has a Western depart- 
ment in Chicago and general agencies 
in San Francisco, Jacksonville, Galves- 
ton, also a managerial office in New 
Orleans. The Sun Underwriting Ag- 
ency, controlled by the parent com- 
pany, has a general agency in Char- 
lotte, N. C., Atlanta, Jacksonville, New 
Orleans and Mobile. 

All the assets of the fire company are 
available for the payment of ‘osses in 
the United States. Preston T. Kelsey, 
United States manager, comes of a fam- 
ily of successful insurance men and the 
Company is in excellent standing, with 
a loss paying record second to none. 

The parent company has long been 
a writer of casualty lines for at home 
it handles fire, employers’ liability, ac- 
cident and health, burglary, g'ass and 
fidelity bonds. The United States 
branch writes fire, automobile, sprink- 
ler, explosion, and tornado lines. 





NEW CLAUSE READY 

The Continental Casualty has pre- 
pared a new disability benefit clause 
which provides $20 a month for each 
$1,000 of insurance carried. This form 
may be written in connection with all 
Continental policies, except term in- 
surance, not exceeding $10,000 principal 
sum. It may be written in connection 
with the Double Indemnity Accident 
Clause, or with the Travel Accident 
Clause. 


Fireman’s Fund Takes 
Up Casualty Project 


WILL COMPLETE ORGANIZATION 





Company Has Excellent Reputation On 
Which to Build New 
Structure 





Since President J. B. Levison, of the 
Fireman’s Fund returned from Europe, 
there has been renewed talk of the com- 
pany actively entering the casualty 
field. Preparations toward this end 
were made some time ago. Now these 
plans will be completed within as short 
time as possible. 

Reports are current in New York that 
the Company will establish the head- 
quarters of its casualty business in the 
East but an official of the Company says 
this is incorrect. Even if this were nut 
done it appears evident that from the 
start the Company will entrenca its 
casualty organization strongly in the 
Fastern field. 

The Fireman's tnnd has weiner 
every storm it has encountered—and 
there have been several. Organized in 
1863, it has experienced several of the 
severe conflagrations that have from 
time to time visited the country. In 
1871 its stockholders were ass2s-ed to 
meet the Chicago fire losses and in 
18.4 its capital was reduced to carw for 
the Boston conflagration claims. Both 
these trying periods were passed] with 
credit to the Company and it im- 
mediately began building up its re- 
sources, 

When the San Francisco fire strewed 
the fire insurance field with wrecks and 
cripples the Fireman’s Fund again 
showed itself equal to the emergency 
and claimants have since received more 
than their claims through their acquisi- 
tion of new stock awarded to them by 
the Company in settlement of losses. 

Paid All Debts 

In settling the San Francisco losses 
the Company took the bull by the horns, 
so to speak, and came out of its 4ilffi- 
culties with flying colors. An assess- 
ment of $3,000,000 was levied on stock- 
holders and over $2,000,000 collected, 
the stock of those who did not pay being 
forfeited and the proceeds used in the 
settlement of claims. The work of 
settlement was thus accomplished not- 
withstanding that practically all the 
Ccmpany’s records were lost in the San 
Francisco fire. 

The Fireman’s Fund is in particularly 
good position to enter the casualty field. 
It is one of the few fire companies 
which employs the general agency sys- 
tem. A casualty company sponsored by 
the Fireman’s Fund would have excep- 
tionally strong backing. The fire com- 
pany reported assets $20,010,853 in its 
1919 statement, together with a net sur- 
plus of $5,299,768 and cash capital $1,- 
500,000. 

The Company’s fire organization ex- 
tends to every state and territory ex- 








SURETY 
BONDS 





CASUALTY 
INSURANCE 


NEW YORK 


CHARLES H. HOLLAND, PRESIDENT 




















S NASSAU STREET 


Catastrophe Excess Covers 
REAM, WRIGHTSON & CO., Inc. 


NEW YORK 








HERMAN 
68 William Street 





AUTOMOBILE 


CLAIMS — DAMAGE — TESTIMONY 
ADJUSTER — EXPERT 


25 Years of Practical Experience 


KRAMER 
Telephone 4959 John 








F. & D. Made Hit at 
“Bar Association” Meet 


_— 


COURTESIES FOR LAWYERS 





Stenographic Service, Help About 

Rooms and Tickets, Daily Papers 

From Delegates’ Homes 

Surety companies emphasize the idea 
of service, especially in the issuing of 
bonds needed by lawyers, Carrying 
this idea a step further the Fidelity & 
Deposit undertook to make itself use- 
ful in an unusual way to the members 
of the American Bar Association at- 
tending the annual meeting at St. 
Louis, August 25, 26 and 27. 

The first step was the publication of 
a programme of the Bar Association 
Meeting in vest-pocket form. This was 
mailed to every member of the organi- 
zation with an invitation to the recipi- 
ent to avail himself of facilities which 





cept the Philippines and Porto Rico. It 
also writes in Canada. 

With a casualty company the Fire. 
man’s Fund would be in position to give 
service in a large number of insurance 
lines. At present it writes fire, marine, 
sprinkler leakage, explosion, automo- 
bile. tourist baggage, registered mail 
and tornado. 


would be provided at the Convention 
by the F. & D. The Company also 
published a special edition of its “Fidel- 
ity Journal,” which also was sent to 
each member of the Association. 


Conveniently located rooms were en- 
gaged at the Hotel Statler in St, Louis, 
headquarters for the Meeting, and 
offices were opened on August 23, two 
days before the regular meetings be- 
gan. Many members of the Associa- 
tion were already in attendance, how- 
ever, in special sessions. Committees 
making final preparations were also 
ineeting, The stenographic service 
which was part of the programme in- 
augurated by the F. & D. proved im- 
mediately popular, and increasingly so 
as more and more members arrived. 

In addition to the stenographic serv- 
ice which was maintained day and 
night throughout the week and proved 
a great convenience to the visiting at- 
torneys, several other provisions were 
made for the Bar Association. These 
included assistance in the obtaining of 
tickets, hotel accommodations, ete.; 
and providing information about points 
of interest. A popular feature was the 
provision of daily newspapers from the 
large cities of the country. 

The Fidelity & Deposit Company re- 
ports many expressions of appreciation 
on the part of the Bar Association mem- 
bers, both written and verbal, on its 
experiment in serving clients otherwise 
than by selling them bonds. 
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Better Underwriting 
Demanded of Mutuals 


OLD SAFEGUARDS DISAPPEAR 
Must Interpret Manual Uniformly; 


Pool Bad Experience; Physicians 
Need Instruction 

Mutual men were told to mend their 
underwriting fences by George W. 
Young, claim department manager for 
the Inter-State Business Men’s Accident 
Association, Des Moines, addressing the 
Health & Accident Underwriters’ Con- 
ference in Chicago this week. He said 
in part: 

You believe in insurance, but in spite 
of’ this, you have under insured the 
permanency of your own business. You 
know that but few of the mutual or- 
ganizations have a distinct underwrit- 
ing department headed by a specially 
trained man. A census of the mutuals 
would show that the bulk of such work 
is left to inexperienced assistants who 
blindiy follow rules and whose decisions 
are easily reversed. Such a department 
organization is necessarily weak in de- 
fences. It eventually follows the 
course of least resistance and becomes 
of little value. Our first need is for 
competent men to head our underwrit- 
ing; men who can be trained, or 
can train themselves. In one year a 
good underwriter will save many times 
over, the entire operating expense of 
his department by preventing bad 
health claims. 

Better Insurance Demanded 

We have drifted along comfortably 
enough in the past with an inadequate 
underwriting equipment, but we are 
now in the grip of conditions which 
‘have come into existence within the last 
three years. As mutuals, our policy- 
holders consist of a restricted line of 
risks of high occupational classifica- 
tion. Such a class demands complete 
protection. The upward evolution in 
our policy forms has taken away many 
of the technical defences which we for- 
merly used to resist claims of high 
moral hazard, and as we lessen these 
defences we must h* more and more 
careful of those who.n we bring under 
our protection. 

Heavy Losses Expected 


Another kind, of argument for cor- 
servatism is furnished by the abnormal 
health condition which has existed in 
the past three years and which will 
doubtless exist for years to come. Re- 
gardless of theories, we must expect a 
continuance of influenza and we have 
all found that this disease has been a 
door-opener for disease of all kinds. 

If we can utilize all the advertising 
advantage that influenza has given us 
and cut to the minimum the losses 
which may be assigned to its impair- 
ments, we will have made a real ac- 
complishment. 

“very tendency of this age demands 
that we make careful selection of our 


insured and restrict our membership to 
the best type of risks. 
Misusing Manual 

Co-operation can increase our indi- 
vidual efficiency. For instance, we are 
each interpreting the Conference Man- 
ual to suit ourselves. Of course, we 
must have reasonable liberality in its 
interpretation but any considerable 
variation in classification creates a con- 
fused condition in the public mind and 
demoralizes any agent who finds other 
organizations classifying more liberally 
than his own. 

Each of us have found that certain 
territories in certain states and certain 
sections of large cities produce very 
undesirable business. If we pool our 
experience on such territories, and in- 
dividually withdraw agents from them, 
we will eliminate a very considerable 
moral and physical hazard. 

Handling Physicians 

I believe the greatest service we can 
give each other is to construct and 
maintain a system of examining phy- 
sicians in every considerable’ city 
throughout the country. If the com- 
panies can co-operate to the extent of 
using the same examiner, in each town, 
they will accomplish much. No one can 
supply enough business to keep up a 
sustained interest in a _ physician’s 
mind. I suggest that this meeting ap- 
point a committee for the purpose of 
compiling a booklet of instruction for 
examining physicians, with a further 
suggestion that this booklet be issued 
under the emblem of the Health & Ac- 
cident Underwriters’ Conference. 


NO GRIEVANCES 

As has been the case for several 
years the grievance committee of the 
Health & Accident Underwriters’ Con- 
ference had nothing to report at the 
Chicago meeting this year. Chairman 
R. W. Sanders said in concluding his 
informal remarks: “The principal work 
of this committee for some time has 
been along the lines of instilling Con- 
ference ethics among non-conference 
companies. From reports received from 
various sources we will gladly endorse 
application for membership of many 
non-conference companies who are ob- 
serving all the rules and regulations of 
this body and who are accomplishing 
good things in their individual way 
which would be of more force and ef- 
fect were they members of ‘The Body 
That Does Things.’ ” 


ATLANTIC CITY COVERED 
The American Indemnity of Galveston 
has appointed the Somers-Gardener 
Agency its local representative in At- 
lantic City. 
' JOHN F. NUBEL ADVANCED 


John F. Nubel has become joint 
assistant superintendent of the Royal 


Indemnity’s New York metropolitan de- 


partment. He has been with the Com- 
pany since 1911. 
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Health Companies 
Need Better Data 


LEAD 





SHOULD CONSERVATION 





H. B. Hawley Would Attack Compul- 
sory Insurance Schemes With 
Better Living Conditions 


Having completed an excellent acci- 
dent manual the Health & Accident Un- 
derwriters’ Conference was urged by 
H. B. Hawley, president of the Great 
Western Accident, Des Moines, to at- 
tack with vigor the problem of health 
statistics. Mr. Hawley said in the course 
of an address to the Conference in Chi- 
cago this week: 

In order to lead the procession, we 
need to start on the study and collection 
of health insurance statistics. It is a 
long and difficult job and perhaps the 
most important work that this organiza- 
tion has ever had to do. But it is time 
to begin. Actuaries and other students 
are doing some of the work, but the 
extent of their data and experience is 
limited and necessarily more or less 
misleading. What we need to do is to 
get this data ready from our combined 
experience and in due time have it 
handled and brought up to date through 
a proper committee that will employ 
some expert or experts prepared to do 
such work. Our company is installing 
the necessary machinery to get the 
proper data to work with. President 
Hamilton advises me that he too is 
about to install such machinery for his 
company. No doubt others either have 
or are getting ready to do the same 
thing. The health branch of our busi- 
ness is conceded to be the most diffi- 
cult but no doubt is the most important 
part of our work to handle intelligently. 
I do not apprehend, therefore, that this 
Conference will need any arguments to 
prove the use and the necessity of sta- 
tistics for a good working knowledge of 
health insurance. Of course we can, as 
in the past, blunder along and make 


fairly good guesses. We can, too, in 
the blind pursuit of selfish ends and at 
irreparable loss to the institution of dis- 
ability insurance, create rate wars and 
in other ways cripple each other, if the 
insurance commissioners do not inter- 
vene and put us out of business, or we 
can co-operate in a way to materially 
benefit all of the companies. 
Health Conservation 

There is also another very important 
function for this organization, and 
especially its individual members to per- 
form. It is health education and con- 
servation. 

We are in a business which is so 
closely allied to public welfare that we 
should be leaders in health conserva- 
tion and education, as well as agencies 
for lightening humanity’s burdens by 
their scientific distribution. Indeed we 
should be teachers and leaders on this 
subject. We not only owe this to our 
business, but we owe it to the communi- 
ties in which we live, to the State and 
to the Nation, 

Theorists and professional reformers 
have been at work for some time, hop- 
ing to cure our ills, by introducing gov- 
ernment health insurance as a panacea 
with which to abolish sickness and pov- 
erty. But they have, as such people 
usually do, commenced on the wrong 
end of the work. Instead of compul- 
sory health insurance, let us form laws 
for better sanitation, better housing, 
and better all around health conditions. 
Instead of a race of weaklings and 
paupers, let us have a race of giants. 
Ours should be a real vision with a pro- 
gram for the upbuilding of the physical, 
mental and moral fibers of mankind. 
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Increasing Capital 
The Commercial Casualty, Newark, 
is preparing to make another increase 


in its capital. This, when completed, 
will amount to a considerable sum and 
is in addition to an increase made a 
short time ago. The company is doing 
a large business and feels the need of 
additional funds to care for additional 
business it knows it can get from now 
on, 
* * & 


Changing Conditions 

While it is somewhat easier to ob- 
tain office he’p, it must be borne in 
mind that many of the applicants are 
those who have been let out of other 
offices where business is slackening. 
This is what might be expected with 
the gradual decrease in business; the 
least efficient being the first ones to go. 
This is true in all lines and not only 
in office help but in other branches of 
service. There are still those offices 
which complain that it is just as diffi- 
cult as ever to hold nelp. Some of 
these offices have never been known 
to pay very well and their he’p is al- 
ways shifting. Good help still com- 
mands a high figure. 

a” - o 


Comp'eting Records 
The Motor Car Abstract Company, 
New York, is doing steadily increasing 
business. Manager W. B. Renton has 
made arrangements with the Detective 
Bureau of the National Automobile Con- 
ference for a file of all its stolen car 
records. He also has the complete 
police records for New York City and 
is preparing to get the police records 
in some forty other towns. 
* ¢ 6 
Price No Barrier 
That it isn’t the price, but rather, 
the reason for the price that sels 
things, is borne out by the remark of 
an accident insurance man. He de- 
clared that his company is getting a 
higher rate for accident and health 
policies than ever before and business 
is coming in just the same. He says 
the reason is complete insurance with 
prompt and satisfactory settlements. 
os = 
Thief Was Bo'd 
The boldness of automobile thieves 
is marked in some places. A man who 
was in Southern Jersey was standing 
outside a hotel when a fellow drove up 
in a new Stutz. The car was carrying 
a Virginia license plate. With almost 
no preliminaries the driver offered the 
car for sale for $500. The man he ap- 
proached said, “Why that car must be 
stolen.” “Sure it is,” said the other, 
“but what of it, it is a Virginia car, 
they will never get you here in New 
Jersey. If you want a cheap car now 
is your chance.” 
* * * 


Taking New Cars 

Some underwriters are inclined to 
think that automobile thefts will be- 
come less as the market for used cars 
diminishes, This idea is not entirely 
concurred in by ‘others, who claim that 
the thieves are stealing more new cars 
than formerly and that there is always 
a market for a car that has evidently 
been out of the show room but a short 
time and bears no visible evidence of 
use, 

. a * 


‘ohn H. Grady Better 
John H. Grady, manager for the Gen- 
eral Accident in New York, is still 
uway on a vacation and is said to be 
rapidly regaining his health. He is ex- 
pected back in New York in a few days. 

















B. F. Hillery Promoted 

B. F. Hillery has gone to the Home 
Office of the General Accident, Phila- 
delphia, as superintendent of the bur- 
glary department, covering the entire 
field. Mr. Hillery has had charge of 
the burglary department in the New 
York branch. William Bernhard will 
now have charge of the burglary de- 
partment as well as that of accident 
and health. Mr. Hiliery went to the 
General Accident from the New York 
branch of the Maryland Casualty. 

* + - 
Who Was On It? 

Following the disastrous elevator ac- 
cident in the Clarendon Building, New 
York, the various casualty companies 
were much interested in finding out 
where the insurance was carried. Ap- 
parently they have been unsuccessful. 
One office called up practically all the 
others and tried to smoke them out by 
feigned sympathy. Conversation was 
something like this: 

“Hello, old top, awfully sorry to hear 
you got so badly stung on that Claren- 
don accident.” 

“Whadd’ye mean, stung?” 

After a few more parries it became 
evident that the caller was merely seek- 
ing information. 

. s s 
Marooned in Europe 

Alfred W. Me'don, general counsel 
for the General Accident in New York, 
is still marooned in Europe where he 
went the latter part of July. The Com- 
pany has had word from him saying 
that he has found it impossible to book 
passage home. Just when he will ar- 
rive is still uncertain. 

s o 7. 
Write All Lines 

Casualty companies are generally ex- 
periencing a gradual curtailment of 
business. They are not actua'ly com- 
plaining but things are acknowledged 
to be “quiet”. If agents and brokers 
could educate themselves to be better 
multiple liners it would be possible to 
hold the business up to where it has 
been. The trouble is that each agent 
and broker, with the exception of a 
few, is a specialist. He gets running 
on some particular line of business and 
while that is good he is in clover but 
as soon as it slackens there is apt to 
be a period of inactivity before the ag- 
ent adapts himself to new conditions 
and gets started on some other line. In 
some cases this takes considerable time. 
The casualty business is so varied that 
there is likely to be something doing 
all the time but the agent must adapt 
himself to conditions and conduct his 
business so that he does not become a 
victim of circumstances, but rather a 
beneficiary of each changing situation. 

a * ” 
Gathering Office Force 

For some time the Globe Indemnity 
has been advertising in the Newark 
papers for office help, preparatory to 
removing its home office to that place. 

+ * aa 
Re-rating Compensation 

It is expected that during October 
the Compensation Bureau will have 
completed the revision of rates in those 
states for which new schedules have 
not already been prepared. 

* ¢ 6 
Say Passaic is Bad 

Automobile conditions in Passaic 
County, New Jersey, are so bad that 
some agency men believe the rates on 
collision should be very much advanced. 
It is claimed that no company can pos- 
sibly make any money in that section as 
there is a class of automobile owner 
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there which resorts to every possible 
device to get the most possible out of 
claims. From the arguments advanced 
it would appear that collision insurance 
in Passaic County is a misnomer and 
that this line should be known rather 
as maintenance or up-keep guarantee. 
One company representative claims 
that persons interested in claims openly 
offer financial inducements to agents 
and others to make adjustments favor 
able to owners. 
oa om 
Next Meeting in Asbury 
The New Jersey Association of Under- 
writers will hold its next meeting in 
Asbury Park, September 23. 
s . * 
Railroad Business Good 
The Continental Casualty says that 
never before in the history of its rail- 
road instalment department has so 
much insurance been sold each month. 
Never before has there been such gen- 
eral prosperity among the representa- 
tives of the department. 
ess * 
Trenton Rating Disliked 
One automobile agent in New Jersey 
takes exception to the territorial classi- 
fication of Trenton which ig in Terri- 
tory No. 6. He says that owing to the 
narrow streets in that town it should 
be in the same class as a city like 
Newark which is Territory No.1. New- 
ark is alright as respects width of 
streets but there is severe congestion. 
o * a 
Report Rates Cut 
New Jersey agents report that one 
Philadelphia company and one St. Louis 
company are actively competing in 
Southern Jersey for automobile casual- 
ty lines and are quoting rates much be- 
low manual. 
” . - 
McKelvey with Georgia 
George H. McKelvey has resigned as 
field representative of the Commercial 
Casualty in New Jersey to take a sim- 
ilar position with the Georgia Casualty 
in Newark. 
HEALTH RATES INCREASED 
The Travelers increased rates on new 
health business as of September 1. The 
advance in the basic premiums is from 
$8.50 to $10 and from $10 to $11. The 
advances are based on the experience 
of the company, with influenza epidemic 
claims excluded. Had the epidemic 
losses been used in the computation of 
increases necessary to make the busi- 
ness satisfactory considerably higher 
rates would have been necessary. 








Against Social Insurance 


The second annual union meeting of 
the physicians of Philadelphia, Mont- 
gomery, Bucks, Berks, Northampton, 
Lehigh, Chester and Delaware counties 
of Pennsylvania took place last Thurs- 
day at Philadelphia, All of the speakers 
voiced strong opposition to compulsory 
health insurance and their views were 
unanimously approved by the assem- 
blage of over 200 practitioners, repre- 
senting the three schools of medicine, It 
was decided to postpone taking active 
measures until the publication of the re- 
port of the state commission. 


In an announcement to its 
Helping agents the Fidelity & De- 
Agents posit says that whenever 
Advertise there is anything present- 
ing special local opportun- 
ity or interest and which its agents 
would. like to get before the public 
through newspaper advertising, the 
Company is willing to consider equal 
division with agents of such expense. 
It has had under consideration some 
general newspaper publicity, but does 
not believe that this would bring the 
results or make the local appeal that 
its agents can give it. The most effect- 
ive advertising of this nature is when 
there is need of and when the Company 
is offering some new coverage, or when 
something local and of public interest 
has transpired having connection with 
regular business. Such advertising is 
very effective. 
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Paying Premium To Retain Liability 


FTER receiving numerous suggestions from company executives, agents and brokers, 

the New York office of the Aetna Life and its affiliated companies, has issued an im- 

proved edition of its “PRESIDENT’S LETTER” folder on mutual compensation and 
automobile liability, which is reproduced here. “Paying Premium to Retain Liability” is one 
of the mutual competitive arguments used. 

In the preparation of this folder the idea was to produce something useful to the insur- 
ance fraternity as a whole. In this circular there is nothing to indicate Aetna” except a 
single Aetna seal appearing on the back page, the Company’s idea being to make the circular 
useful to others besides the Aetna agents and brokers. With this idea in mind, the Com- 
pany is prepared, at its various offices throughout the country, to furnish supplies of the 
circular to all persons requesting them, whether or not they may be Aetna producers. 
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TOMmr. Jones March 31st 

I understand we have carried our Workmen's Compensation and 

Automobile Liability Insurance in the Blank Mutual Liability 

Insurance Co. since Jan. lst. It seems to me that we should 

i buy insurance to get rid of our liability,-not pay a premium 
to retain our liability and assume the liabilities of others 
8s well. Our account with this Blank Mutual looks about like 
this to me: 


/ DR CR a 
To' Loss of the advise and services By Lower cost from 5 
of our Insurance Man. dividend (promised) 


Loss of time of various of our 
employes who now attend to 
details formerly handled by our 
Insurance Man and the Insurance 
Company - 


eS ee ee 


Loss of the valuable aid and 
service which a highly developed ‘ 
organization can furnish us in . 
preventing accidents and losses. 
(Incidentally, I believe that to 
be the soundest way to reduce 
our insurance cost.) 


Loss of customers in the insurance 
* business who probably prefer to 
buy goods manufactured or sold by 
their clients. 


Loss of ability to fix our annual 
insurance cost, due to the Mutual 
assessment feature and to other 
risks unknown to us that are in 
the Mutual Co. 


I see no hope that this account will ever be squared up. While 
I understand that the Mutual policy limits our assessment to 
double our premium, I have seen Court decisions holding 
financially sound members of an insolvent Mutual responsible 
until all claims were paid. I think we had better get out of 
the insurance business, and I suggest that as soon as 

possible you get our insurance into some good Stock Insurance 
Company through an Insurance Man who will give us service. 


IAB 
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CASUALTY AND SURETY POINTERS 











These are a few insur- 

Continental’s ance “cans” as described 

Insurance by the Agents’ Record 

“Cans” published by the Conti- 

nental Casualty Com- 

pany, Chicago. They all furnish addi- 

tional proof of the value of disability 
insurance. 

A health and accident insurance com- 
pany cannot prevent illness and acci- 
dents, but 

It can keep the family from want; 

It can lighten the load of care on the 
ill breadwinner; 

It can keep the family from being 
thrown into the street, on account of 
non-payment of rent; 

It can provide for the payment of 
the butcher, baker and doctor; 

It can add to one’s own comfort by 
making him feel secure if adversity 
shou!d come his way; 

It can make the family happier by 
preventing their separation in case of 
adversity; 

It can prevent a drain upon the sum 
laid up for a rainy day. 

» * + 


Much has been written about 


J.Ogden enthusiasm. Some of it is 
Armour’s good and much just or- 
Elixir dinary. J. Ogden Armour 


knows something about en- 
thusiasm and being a man of high posi- 
tion in many worldwide activities, his 
views are valuable. Besides, he has 
the good fortune of being able to ex- 
press his thoughts so that they will 
sink in. Here is what he says: 

“Enthusiasm is the dynamics of your 
personality. Without it, whatever abili- 
ties you may possess lie dormant; and 
it is safe to say that nearly every man 
has more latent power than he ever 
learns to use. You may have knowl- 
edge, sound judgment, good reasoning 
faculties; but no one—not even your- 
self—wi'l know it until you discover 
how to put your heart into thought and 
action. 

“A wonderful thing is this quality 
which we call enthusiasm. It is too 
often underrated as so much surplus 
and useless display of feeling, lacking 
in red substantiality. This is an enor- 
mous mistake. You can’t go wrong in 
applying all the genuine enthusiasm 
that you can stir up within you; for it 
is the power that moves the wor d. 
There is nothing comparable to it, in 
the things which it can accomplish. 

“We can cut through the hardest 
rocks with a diamond drill and melt 
steel rails with a flame. We can tun- 
nel through mountains and make our 
way through any sort of physical ob- 
struction. We can checkmate and di- 
vert the very laws of Nature by our 
science. 

“But there is no power in the world 
that can cut through another man’s 
mental opposition, except persuasion. 
And persuasion is reason plus enthusi- 
asm, with the emphasis on enthusiasm. 

“Enthusiasm is the art of high per- 
suasion. : 

“And did you ever stop to think that 
your progress is commensurate with 
your ability to move the minds of oth- 
er people? If you are a salesman this 
is pre-eminently so. Even if you are a 
clerk, it is the zest which you put into 
your work that enkindles an apprecia- 
tion in the mind of your employer. 

“You have a good idea—don’t think 
that other people will recognize it at 
once. Columbus had a good idea, but 
he didn’t get ‘across’ with it without 
much of this high persuasion. 

“If you would like to be a power 
among men, cultivate enthusiasm. 
People will like you better for it; you 
will escape the dull routine of a 
mechanical existence and you will make 
headway wherever you are. It cannot 
be otherwise, for this is the law of 
human life. Put your soul into your 
work, and not only will you find it 
pleasanter every hour of the day, but 
people will believe in you just as they 


believe in electricity when they get in- 
to touch with a dynamo. 

“And remember this—there is no se- 
cret about this ‘gift’ of enthusiasm. 
It is the sure reward of deep, honest 
thought and hard, persistent labor.” 

* a * 


Besides talking, money actu- 
Feet Off ally seems to throw its arms 

But about one in distress and 

Happy soothe one even in apparent- 

ly insurmountab!'e troubles. 
Here is a letter written to an insurance 
company by a man who lost both feet. 
This letter places before the insurance 
salesman’s eyes a mind picture of the 
policy benefits and should help him in 
his argument. The letter follows: 

“Your firm cannot be too highly rec- 
ommended to the insuring public since 
you have shown me the brighter side 
of life, even though I am minus two 
feet. Your representatives have this 
date handed me your draft for $1,020, 
and in addition to that I am to receive 
$60 per month until a like amount has 
been paid, making a total of $2,020 that 
I will receive under your policy which 
I carry. 

“Like most young men that insure I 
hardly realized the importance of hav- 
ing protection of this kind, but I must 
say that after the accident occurred 
which necessitated the amputation of 
both feet, I naturally made an investi- 
gation to ascertain just what I would 
receive. Some agent had told me at 
one time while trying to sell me some 
insurance that in the event I lost one 
limb I would receive half the principal 
sum and I naturally thought that the 
Company would pay me on the same 
basis. You can imagine my joyful 
mood when I found that I wou'd re- 
ceive double the principal sum for any 
double specific loss, and in addition an 
operation fee for the operation per- 
formed. I cannot see why every man 
on the railroad should not profit by my 
experience and take out a policy as 
they are the most liberal, and just so 
sure as you have an honest claim I per- 
sonally know that they will pay you 
when they receive your claim. 

“Will say in conclusion that I would 
not have taken millions for my feet 
could I have prevented it, but the 
amount I am receiving from your Com- 
pany places me in a position where I 
and my family are not destitute.” 

* * + 


Insurance against damage 
Is Your caused by engine breakage is 
Engine one of the latest forms to be 
Insured? written by The Travelers. 
Insurance of this kind covers 
damage not only to property of the pol- 
icyholder, but also to the property of 
any other person or persons for which 
the policyholder is legally liable. Fur- 
thermore, it provides indemnity for 
personal injuries or death resulting 
from accidental engine breakage, sus- 
tained by a person or persons other 
than employes of the assured, for which 
the assured is legally liable. 





The New York Aetna Club will hold 
its initial annual field day at Bear 
Mountain September 18. There will 
be a ball game between the New York 
Aetna Club and the Hartford Aetna 
Club. 


W. E. SMALL, President E. P. AMERINE, Secretary 
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174% commission on all business placed with Motor Car Mutual 
Casualty Company and 20% on all business placed with 
the Motor Car Mutual Fire Insurance Company 


MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 


50-56 JOHN STREET, NEW YORK CITY 
Telephone, John 5880 No direct business written 


We are open for agencies in New York and Pennsylvania 








LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


SAMUEL APPLETON, United States Mgr. 





The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 


American 
Surety 
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of New York 


United States Branch 


Employers’ Liability Building 
33 BROAD STREET, BOSTON, MASS. 
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Massachusetts Bonding and Insurance Company | 


T. J. FALVEY, President 
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Largest Life Iusurance Bus‘zess in the World — | 




















METROP“.:TAN : 
| 
LIFE INSURANCE COMPANY 


(INCORPORATED BY THE STATE OF NEW YORE) 


HALEY FISKE, President FREDERICK H. ECKER, Vice-President 


Total Amount of Outstanding Insurance....................... $5,343,652,434 | 
Larger .an that of any other Company in the World. 


Ordinary (annual premium) Life Insurance paid for in 1919.... $910,091,087 


More than has ever been placed in one year by any Company in the World. 


Industrial (weekly premium) Insurance paid for in 1919........ $508,590,405 
More than has ever been placed in one year by any Company in the World. 
Total Insurance placed and paid for” 19................... $1,418,681,492 
The largest amount ever placed in one year by any Company in the World. | 
Gain in Insurance in Force in 1919..................00eeeeeees $914,140,618 | 
More than ever has been gained in one year by any Company tn the Wor’? I 
i i 
Number of Policies in Force December 31, 1919............... 21, 671 | 
Larger than inat of any other Company in America. 
Gain “» Number of Outstanding Policies.....................0- 1,986,410 | 
Larger than any Company in the World has ever gained in one year. 
PE ey ere SL eG GNaa DNTP hati aaetens cae $864,821,824.55 
Increase in Assets during 1919. ...............cccccccccccces $89,367,126.27 il 
Larger than thut of any other Company in the World. 
PY ce sebehhn Meee Mi SieehENeRV ed ewenndanedeen ene $835,736,487.38 
RRR REERERE pre ee a ee ree: $29,085,337.17 
Number of Claims paid in 1919.................. ccc ccc scene 289,125 
veraging one policy paid for every 30 seconds of each business day of 8 hours. 
Amount paid to Policy-holders in 1919. ...................... $73,581,759.91 


Pav ent of claims averaged $505.93 a minute of each business day of 8 hours. 


Metropolitan Nurses made 1,300,883 visits free of charge to 256,000 sick Indus- 
trial Policy-holders. 
Mei  »>litan men distributed over Twelve Millions of pieces of literature on 
health— 
Bringing the total distribution to over 200,000,000. 


Reduction in general mortality at ages 1 to 74 in 8 years 17.9 per cent. 


Typhoid reduction, 69 per cent.; Tuberculosis, over 33 per cent.; Heart 
disease, over 23 per cent.; Bright’s disease, over 25 per cent.; Infectious os, 
diseases of children, over 46 per cent. 


In general reduction and in each case of disease, this is far greater than that shown by statistics of the 
Registration Area of the United States 


Death Rate for 1919 lowest in History of Company. 





BS 23 ——— ——— ——$— SSeS SS S| = — —— = a= —————s = ———— — = 





Se ee eT a ee ae 


_— i oo ll Oe oe 


co pms 














